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Distinctive Standards 


The full realization of the 
value of a high standard in 
business comes in conducting 
a life insurance institution. 
Standards must not be com- 
monplace. They must be dis- 
tinctly superior. Every effort 
is brought to bear that will 
tend toward making the stand- 


ards of the Standard Life 


more distinctive. 


The reflection of these stand- 


ards is instantaneous. Its 
full value shows in the agency 
They, the outposts of 
the company, are quickly rec- 


force. 


ognized as representatives of 
a company, wisely managed, 
in which every consideration 
is shown the policyholder. 
The value of standards of 
this distinctive type is appar- 
ent. Its gives agents the 
enthusiastic support of all 
policyholders. 


STANDARD LIFE INSURANCE COMPANY 


Charter Office: Decatur, Illinois 


Executive Offices 





J R. PAISLEY, President 


716 Locust Street 
St. Louis, Missouri 


+ ————_ —— = 


W. D. LIPE, Agency Director 
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these securities 
CONTRACTS. 
Deposit 


MERCHANTS LIFE 
INSURANCE COMPAN Y 
DES MOINES, IOWA 


William A. Watts, 


Policyholders of the Merchants Life have 
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LAWRENCE REVIEWS 
BUSINESS PROSPECTS 


Vice-President of Missouri State 


Optimistic as to Life Insur- 


ance Outlook 
GOOD TIPS TO SALESMEN 


Valuable Suggestions Given as to Best 
Way to Take Advantage of Present 
Day Conditions 


\n optimistic view of the business 
good suggestions as 


take ad 


Was given 


with sons 


to how the lite salesman can 


antage of present conditions, 
by T. F 
the Missouri 
before the Quarter Million Club of that 


Lawrence, vice-president of 


State Life, in address 


company at its convention at the home 
office last week Mr. Lawrence said in 
part 


things to make us 


outlook 


and the 


“There are many 


optimistic over the for business 


ior the balance of 1922 year 


1O2. 


course, 8 


most mportant, ot 
business is tak- 


Prosperity is not 


One of the 
that 
ing a sharp up-turn. 
coming: it is here. 


general 


Old Factors Still Operating 


from the 


business 


The aside return 
to normal condi 
t'ons, was never so bright for the pro- 
gressive, efficient insurance man. Never 
were the possibilities so great for finan- 
c‘al advancement as well as opportunity 
ior service to the community 

“son of the tactors are still 
operating powerfully in favor of the lite 


outlook, 
prosperous 


old 


nsurance man. We are feeling more 
than ever the accumulative effect ol! 
publicity and intensified feeling of the 


the war and the 
We are now reap- 
gene ral landslide ot 
towards thx 


public on account ot 
influenza epidemic. 
Wg the 


ta\ orable 


fruits of the 
public sentiment 


nsurance business and the imsurance 
agent. 
Value of Publicity 
{ qualihed endorsement ot the daily 


through and 
to insurance all 
the past 


subject of in- 


ltonally and news 


Dress e¢ 
feature 
have multiples 


iavorable 
wonderfully in 


Che 


stories 


two or three years. 


surance has become so popular that 
frequently other lines of business take 
dvantage of the popularity of the sub 


ject and use some reterence to insurance 
vw catch headline or 
other use in advertising of their product 

Banks and trust companies 
have recognized the value of 


} 
as tl tor siogan or 


especialy 


this Perhaps you men are indebted t 
the daily press more today than any 
one other source tor the popularizn g ot 
your business, vet alter all, the press 


only reflects the popular sentiment ot 


the people 


You do not have to arguc 





stabilitv or mer lite 


insurance The past ‘tour 
ven the American public in the great 


‘ } } 
university of he pres has graduated 


day on the 


vear course 





CONFERENCE IS CALLED 
TO DISCUSS HOME COMPANIES 


Insurance Commissioners cf the West 


and South Will Hold a Meeting 
at Denver, July 21 


lravis ol 
Hyde ol 
Forsyth 
lackson 
Colorado have sent out in- 
msurance 
western 


Superintendent Frank | 
Kansas, Superintendent Ben ( 
Missouri, Commissioner D. M 
of Wyoming and Commissioner 
Cochrane of 
vitations to the 
ers of the 


commission 


and southert 





to be at a conference in the Brow: 
ace Hotel at Denver, July 21 Phe 
tation states that “the object will be t 


devise reasonable and legitimate meth 
ods tor the upbuilding of insurance in 
stitutions in the states of which you and 
insurance officials.” 


we afe supervising 

rhe signers of the invitation say, “As 
the insurance institutions of your state 
will benefit by any constructive work 


conterence, an mvitation ts 
sent to them to be 
order that we 


done at the 
also being 
on that occasion in may 
have advantage of their suggestions. W% 
trust vou will encourage their executives 
to be present - 

\ supply of 
the various imsurance 
asking them to forward 
of the companies. The 
arisen as to whether the 


present 


invitations its sent té 
cominmitssioner:rs, 
one to each 
question has 


Mmsurance 


companies of the west and south have 
received irom their state insurance de- 
partments the encouragement and sup- 


port that they might 


milhons of pupils who have not only 


made a passing grade but many of them 
have made an “FE” grade on the subject 


of the appreciation of the benefits of life 
insurance. 
Journals 


Value of Insurance 


“We 


clation 


remiss in our 
for what the insurance 
ire doing for the insurance 
today if we did not emphasiz« 
portance, in not only popularizing in 
but in the 


appre 
journals 
business 
their im- 


would be 


surance very great service 


they are now rendering the agent trom 
an educational and inspirational stand 
point, No influence in this direction 


} 


approaches the journal as an 
uid to the held 
“We should not overlook the coopera 


Msurance 


uccess of the men 


tion of banks and trust companies m 
advertising life insurance, including the 
insurance-savings plans, which so fart 
have resulted more to advertise our 


business perhaps than to develop sav 


ngs accounts 


Appeal to Business Man 


Another poimt which you should not 
iorget Many a business man is very 
susceptible to the appeal of life insur 
ance today on account of the severe 


object lessons that he has observed on 
resulting 


funds 


account of business failures 
from the 


to tick 
period, all of which could have been 


lack ot proper sinking 


concerns over the depressio1 


verted hb having adequate bu 
Wher leath of an 
ant member ot the firn 
point was all the more et 


cases ot bankrupt Vv are 
(CONTINT ED ON PAGE 


phasized ; 
re traceable 





AFTER 1923 MEETING 


OUT TO CAPTURE CONVENTION 


Chicago, Detroit, Des Moines and 


Omaha Want Next Year's Gather- 
ing of National Association 


riddle westert Cities 
they are 


convention ot 


Several large m 


announced that 
1923 


have already 
out to capture the 
the National Association 
to throw its hat 
committe 


association 


Chicago ts 
the latest imto the ring 
\t an 
the Chicago 
: Girardin 
( hicago delegation at the 


mecting oO 
last 
to head the 


Toronto con 


executive 
Wecr 
lules was selected 
vention, and to 
mvitation trom 
Mr. Girardin ts a 
president of the Chicago 


, 
act as spOKesmMan Mm cK 


tending the the Chicago 


association lormer 


association 

Chicage 

Darby A. Davy 
Mutual Life, 


record as the 


Day Boosting 


During the past year 
Chicago manager ot the 
has made a 
head of the 
has staged interesting and peppy mee 
ings He interest in the 


has made tt a rea 


remarkable 
Chicago associatiol He 
aroused 
organization He 
factor in the hfe msut 
Chicago \s a result ot 
ive work that he h: lone, Mr 
been several ti 


has 





nas 


Day 
recently 


us 
mentioned 


as a possible candidate tor the presi 


dency of the National association. Chi 
cago has not acted as host to the Na 
tional organization for many years. [he 
last National Association mecting was 
held in Chicago at the time that | 


Bishop, general agent of the 


Brackett 


Massachusetts Mutual in Chicago, was 
at the head of the organization 
Other Cities In Running 

President Day points out that geo 


graphically Chicago is centrally located 
that it has adequate hotel accommoda 
tions, and that Chicago life men staged 
one ot the best conventions ever held 
bv the National association at the 1911 
meeting. 

Life insurance men in Omaha, Neb 
have started a movement im tavor ot 
Omaha as next year’s convention cit) 
Omaha has several new first-class ho 
tels, has a live local association and 


will extend an invitation at the Toronto 


meeting. 
Lh troit 


its claim 


t\ to pul 


the first « 
nmsurance 


was pt 
Life men m= the 
: 


Motor City feel that their tur las 
come, and that they are entitled to the 
next annual meeting Des Moines m 


started the ball roll 
Moines, have cu 


associations 


surance men have 
ine in favor of Des 
cularized all ot the local 
throughout the country 
up a spirited fight for the meeting when 
the Toronto convention is held Des 
Moines had several i 
portant conventions 
ability to take care of all of the 
gates attending 


and will put 


has recently 


shown tts 


dele 


and has 


Indiana Department's New Actuary 


} ] 
, pom 
Lehmat nas beet appo! u 


\ | t 
surance de 
from the 


Indiana 
Lehman goes 
where he 
a vear and a 
s a graduate of Michigan | 
al d has had company expericnce 


ctuary o 
partment Mr 


department was an 


halt He 


niversity 


lowa 


examiner tor 


'GOOD RECORD IS MADE 
_ ON PITTSBURGH L. & T. 


for the Way It Worked Out 


| 
peeaamins Life Is Commended 
| Problem 


LIENS REDUCED ONE-HALF 
Obligations Have Been Met in a Highly 
Satisfactory Manner—Tribute by 


Commissioner Donaldson 


Metre 


1922, the p< 


View of thre uuncement by the 

Life that as of July 1 
icy liens placed upon Pitts 
Lite & 
ion with the reinsurance 
IVI? are 
department of 
the following statement 

In May, 1917, when the 
Lite & Trust 


S24 000,000 ol 


\ ann 
ypolita } 


surgh Trust policies in conne¢ 
contract o 
half, the 


Pennsylvania 


reduced one msurance 


’ | 
msucd 


has 


Pittsburgh 
approximately 
was suddenly 
and dissolution 
departments of New 


nnsvivania discovering 


having 

assets 

placed in receivership 

incident upon the 
, 


York and 1 


that two professional scamps had looted 


overnight the treasury of $1,917,000 
there were some 65,000 life policies of 
record In view of the unusual emer 
geney, both insurance departments used 


efforts to induces 
lite companies to take over the business 
\ large amount of realty holdings 
seemed t several companies 


ViIorous one or more 


discourage 


Metreopelitan Life Ass ed Burden 


The 
ompal 
burden, 
realty 





Metropolitas 


with 


Lite was the o1 
courage to assume the 
\fter an 
subject to 
that 


agreed 


and did so agreement 


under 


is to values 


realty sales at 


values 


standn ge and pledge 


prices over the would 


inure to benefit of those accepting re 
liabilities 
percent 
therefore 
amount of their 
additional 
five-vear tern 
full ot 
{ occurring in the accounting pe 
riod, May 7, 1917, to July 1, 1922 The 
sole burden borne by reinsured policy 
} 


msurance the assets to 


showed a deficiency of 27 


Phe 


hened ; 


reinsured policies were 


percent ot the 
es and an 


respective reser \ 


So percent 
policy to provide for 


to pure hase a 
payment m 


deaths 


holders or their benefici inter 
est at 4 amount ot 
which was a very amount an 
nually stances If the realty 
holdings can be disposed of in neat 


future the liens 


ifices Was 


percent on the hens 
1 

small 
most im 


it is hoped, will be en 


tirely abated But nothing can be 
promised or pledged on this scors 
Pol hol 

olicvholders many ol whom have 


continually annoyed the Metropolitan 


and the New York and 


Pennsylvania with unfair and ill-natured 


departments of 


letters—will not be promised anything 
is to the future outcome 
raise for the Company 
The succes outcome ot tive vears 
under the reinsurance contract estab 


and 
consum 


most memorable 
ever planned and 
an emergency of extent which 
faced in the history of 
America and perhaps 


lishes it is the 
successiu 


mated 


has never been 


' 


lie msurance W 











in the world. It may be noted here 
that those responsible for the crash re- 
cently finished serving sentences in the 
Western Penitentfary of Pennsylvania. 

“The insurance department of Penn- 
sylvania officially takes this opportunity, 
as liquidator of the affairs of the dis- 
solved Pittsburgh Life & Trust, to con- 
vey to President Haley Fiske and his 
associates of the Metropolitan Life, the 
department’s appreciation of the com- 
mendable public spirit which actuated 
them in assuming the tremendous bur- 
den of reinsurance in 1917, and for the 
successful management in the five years 
of experience under the reinsurance 
contract. 


All Obligations Met 


“The beneficiaries of deceased policy- 
holders recived practically all that any 
solvent company would have paid. Had 
reinsurance not been effected the busi- 
ness of life insurance generally would 
discredited in view of the 
the failure of the Pitts- 
burgh Life. Distinct from operations of 
the Metropolitan Life, and_ referring 
solely to those who did not accept rein- 
surance, all policyholders were paid in 
July, 1919, two years after the failure 
721% percent of their policy equities, the 
payment being made by court order and 
in full of all claims against the Pitts- 
burgh Life & Trust, dissolved,” 


have been 


enormity of 


DAILEY JOINS STATE LIFE 


Chief Examiner of the Iowa Insurance 
Department Has Become the 
Auditor of Company 


C. E. Dailey, formerly chief examiner 
of the life insurance department of the 
lowa insurance department, has joined 
the home office force of the State Life 
of Des Moines as auditor. A. C. Tucker, 
president, in announcing the appoint 


ment, said: “We feel sure Mr. Dailey 
will fit admirably into our organization. 
His wide insurance experience makes 


him an especially valuable executive.” 


Mr. Dailey was formerly connected with 
the Royal Union Mutual Life of Des 
Moines, the Modern Brotherhood of 


\merica, and was with the Brotherhood 
of American Yeomen for a year and a 
half during the administration of Wil- 
liam Koch, who is now vice-president of 
the State Life Mr Dailey has been 
with the state insurance de 
partment for six years. 

Mrs. Deborah Costello, assistant 
treasurer of the State Life, now has act- 
ive charge of the treasurer's departm« nt, 


connected 


and general supervision of the whole 
office Her many friends are glad to 
know this, but the information will be 


particularly pleasing to those who have 


known Mrs. Costello since she was one 


of the members of the original State 
Life office force, beginning as a clerk 
in the office at the time the company 
was licensed to write business, Julv 7, 
1919. 





State Life Record Month 


‘Koch Month,” complimentary to | 
William Koch, vice-president and field | 
manager of the State Life of Des | 
Moing s, proved to be the vreatest month | 
in the history of the company. $1,016,- | 
500 of life insurance added to its | 

Over half of was | 
lowa. | 


was 
this 
Minnesota 


books business 


written im was sec 


ond, Kansas third, Nebraska fourth, 
North Dakota fifth, and South Dakota 
sixth 

a lucker, president, says: “Re 
ports from the middle western states in | 


which we are writing business are very 


encouraging. With our field and agency | 
force better organized than ever before 
we expect a steady health increase in | 
business from month to month.” 

The State Life is now licen ed in 
lowa, Nebr iska, Kansas, Minnesota. | 
North Dakota, South Dakota, Wyoming | 
and Utah, and expects to enter several 
other middle western states in the near | 
future 


otten 1s never paid off 


THE NATIONAL 


| 


| NEW KENTUCKY RULING 


EXPLAINS AMENDED STATUTE | 
eee | 


Insurance Commissioner Tells What | 


Life Companies Have to Do That 
Write Accident and Health. 


| 


Commissioner Ramey of Kentucky 
gives the following explanation of the 
construction and effects of the acts of 
1920 amending section 644, Carroll’s 
statutes granting to life companies the 
authority to write accident and health 
insurance: 


Life insurance companies were writing 


accident and health insurance in Ken- 
tucky before the adoption of the act of 
1920 It was the evident purpose of the 
legislature in passing the act to em- 


power the companies to legally do what 
were already doing and not to ex- | 


they 
tend the generic term “life insurance” | 
to embrace the generic term “casualty | 
insurance” under which accident and | 
health insurance is classed, Under this | 
reasoning I have therefore ruled that an | 
agent of a life insurance company must 
be licensed as such——paying the fee as 
such and authorized to solicit all the | 
classes embraced under the generic term | 
of life insurance as amended and en- | 
larged under the act of 1920, and that 
the license of a life insurance agent 
should not be issued with the restricted | 
authority to write only accident and | 
health insurance by paying the fee for | 
a casualty license. | 
This does not prohibit issuing of 
license to agents restricted to soliciting | 


industrial life insurance as provided by 


iw. 
Annual Statements 


statements it seems to 


render 


As to annual 
me wholly unnecessary to 
and complete statements to fur- 


two 


separate 


nish the information required by law | 
when the funds of the company are min- | 
gled, whatever the source If instead of | 
the line in the annual statement now 
used to incorporate the income derived 
from accident and health business with | 
the entire business of the company, the 
income from this source is given in de- 
tail and the same details furnished under | 
disbursements then we will have all and | 
the identical information furnished un- 
der the two separate statements hereto- | 
fore required, 

Should the blank annual statements | 
that will be sent to the life companies | 
this coming December, not have the 
proper printed forms to fill out givine 
this information in detail, there are suf 
ficient blank lines that can be used for 
this purpose This applies to all the de- 
tails kept separate on the books of the 
company, such as liability for unearned | 
Premiums, ete. 

The expiration of all agents licenses 
on the first day of March in each year, 
is in accord with Section 7T62a 16 Car- 
rolls Statutes of Kentucky and it is 
hoped will simplify the records of the | 
department as well as the companics | 

— 
Lincoln Bank Extends Service 
| 

C. C, Carlsen, president of the Lin- | 
coln Trust Company, Lincoln, Neb., is 
finding his slogan of “let us pay your | 
life insurance premiums” so popular | 


has secured the 
Bie ser, ot the collec of busi- 
Ne- 
that 


that he 
Frank \\ 
ness administration, University of 
braska, to have entire charge of 
department 

“As men come to understand its im- | 
portance to every policyholder who has 
not command of unlimited resources to 
premium as it falls due our 
becoming more popular,” said 
Mr. Carlsen. “The average man or 
woman with $1,000 to $10,000 of life in 
surance 1s very apt to delay accumulat- 
ing funds to meet the premiums until 
from the insurance com- 
next one will be due on a 
Generally it requires 


services of | 


neet each 


plan its 


comes 
that the 


certain day. 


notice 


pany 


some 


scratching around to meet it. Not in- 
frequently the policy lapses or is sur- 
rendered for cash because the holder has | 
delaved too long in getting ready to 
pay. Or a policy loan is taken, which 


ind results in the | 
surrender of the policy. Saving a little 
each month is the easiest wav to meet | 
these premiums.’ | 
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AIDED BY “NEW BLOOD” | ABSORBS SAFETY FIRST 


HELPS PRODUCTION IN TEXAS 


Men Taken on From Other Lines of 
Work Have Strengthened Sales 
Forces Materially. 
DALLAS, TEX., July 11.—While the 
situation in the life underwriting field 
in Texas this year has not been wholly 
favorable, the outlook is brighter and 


} 


the general agents and life companies 
are more optimistic, and the companies 
are injecting “new blood” into the game 
by absorbing “the best” of former em 


ployes of other industries who have 
d to fields | 

of salary reduction, force reduction or 

his “new 


been force seek other fi pecaust 





reorganization s 
developing business just as - 
awake life insurance agency director 
expected, and along the lines antici- 
pated. While the absorption in num 


bers of the overplus from other 
tries has not great in Te 
in some other section it is 
great when taken on the basis of 
centage of employes left without posi 
tions through the process of reorganiza- 
tion or readjustment There has not 


been as 
probably as 


been a great number of good men let 
out of other lines in Texas because this 
section has never been as hard hit as 


some other parts of the country. 


Good Men from Other Fields 


The life companies and state 


have taken the position that 
left without work in <¢ 


good men 


eorgani- 


urse ¢ 





zation are not idle because of their 

ability to “deliver the goods” but simply 
because expenses had to be re luced \ d 
some of the men had to go. They have 
figured that these men were accustomed 


to working, had a supervisor and wet 





willing to work \lso, that if they 
could deliver the goods in other lines 
they could sell life insurance with th 
proper amount of instruction nd 
coaching This position has _ bee 
borne out by the actual results of the 
new men acquired trom other fields of 
endeavor 

In Texas none of the “new blood” 
is being paid a straight salary If so it 
is a rare instance Chese men are sell- 
ing on commission and are demon 
trating their ability to apply common 
sense business principles to the sale of 
life insurance. And so far as can be 
ascertained none of these men are dis 
satisfied with their new places. In fact 


it is said that after they have been in 
the game another month or so not one 
of them would return to the old em 
ployers if the proposition were offered 
They are enthusiastic in their work and 


pleased with their own results 


“Weak Sisters” 





Replacing 


There is another the effe 





and methods of the Texas ite sur 
ance men in getting this “new b d 
in the game. That is under the old 
davs when business was waiting for 
some one to come and get it, lots of 
men went to writing msurance Phe 
had no training, and having been in the 
game for some time, do not care to get 
training at this late hour Some of 
them even have arrived at the con 
clusion that there is nothing else to 
learn Others are dissatished because 
the business now is harder than it was 
in the days when the goose was hang- 
ing high. They are going to quit at 
the first opportunity The life insur 
ance men are preparing this “new 
blood” for their places. With this pre- 
pared and in operation the companies 
and state agents will have a force of 
trained insurance men in the field. They 
believe business will MIpTroyV by if 
Has Entered Missouri 

The North American Life & Casualty 
of Minneapolis has been admitted to 
Missouri for the transaction of lift 


and accident insurance 


health 





MID-CONTINENT LIFE’S DEAL 
Has Established Health and Accident 
Department With H. H. Tucker 
in Charge of Details 











ot J Mid-Ce nent | 

] . sul ce ot with tl 
ippro\ 1 « < surance ¢ sone! 
of O he assur d \ 

uts olicies of t Safety Firs 
Ins ce Compa if h e 
of both e nies ( ) Cit 

The Safety First has dé t ving 
business and the Mid-Cont t Lif 
hus acquire ypre ] 100 he ] 
and accide ol lers asas ing 
int s re iblished 
dent de] ent 

H. H. 1 s t ‘ 
ti satety ] st goes witl tne Mid- 
Continent nd will have charge of the 
det ils of the sil ss ry) cider 
department ] Mid-Continent Life 
however, will be under the direction ot 
Edwin Starke vice-president ne 
agency director Mr. Starkey has h 
SCVe il V¢ Ss expe nce the ic ( t 
business i addition to his ke gz car 
n life insurance 

New and attra policie thr 2 
out w be issued on the most up 
date and approved plans \n aggres 
sive cam] will lat 1 at on 





for new 
Che Mid-Continer 


susiness, 


than $1,000,000 in assets, and is con 
sidered an pis able to add thi UuSINess 
ot health and accident insurances lt 
carry the liability thus assumed 


DECREASE IN POLICY LOANS 


Life Companies at Des Moines Report 
Marked Change in That Respect 
in Past Three Menths 


Dx Mo lit ) nies I rt 
that the re« sts 1 volicy hav 
shown a rke e 1 tl 
thre mi hs | s t declare S 
‘ de » ) An 1 ’ 
tior Phi ‘ t see the 1 
rate restored of the pres 
vear Wece! was the peak th 
tor lo | iry I 
mereas ollo ‘ } reases in Apt 
May and Ju 

Phe ce i r cir ca 

1g to g l ers » Ye 
oans 1s | i hts ( eC 
trv oO le ’ + \ 
bus . } \ Dé ] ] o T < 
funds witl ( to meet their oblig 
tions \ sinecs t 1 i 

"WY ; . : ' 
gE th, - . 

n purpose with t! +} ’ ; 
sure ti s 1 ) 
bor? wing ni \ to \ t S ‘ 
t gs that never ‘ | 
mit In it ‘ h \ oO d t 
het} 1 thie 4 - \ ewe 
come back the b 1 S 
the face of the lic the d ‘ 
the police aT pat “rae 
1 the lo nN cit ict 
Clark’s Men in Special Effort 

i] A. Clark. general agent of tl 
Northwestern Mutu ¢ Princes ] 
recently held with a special drive for 
business The agents under his juris 
diction were divided it 10 teams, of 
two men cacl \ four-d drive was 
staged } , } . tted 
these resul | 1 calls, 278 lin 
“heats 11 a : 
collected $ ‘ 1 S 1 
view » Pe \ it nt SOl0 
business pet i. $4 , ( , 
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SEES A NEW PERIOD 
OF FARM SPECULATION 


Financial Editor of the Chicago 
‘Journal of Commerce” Makes 
Interesting Comment 


INTEREST RATE LOWERED 


LIFE 


TEXAS TWISTER FINED 


INSI 


CONVICTION FOR E. A. JONES 
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Wichita Falls Adviser” 


Found Guilty of Violating Insurance 


“Insurance 


Laws of State 
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er's Office Vacant and Appoints 
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HONORS BIG PRODUCERS 


Meetings of $100,000 and Quarter 
Million Clubs Held at Com- 
pany’s Home Office 


NEWMAN NEW PRESIDENT 


St. Louis Man Heads List With More 
Than $3,909,000 Personal Business 


for Club Year 





NEWWAN 
Million Club 
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White, 5s... vice president, (,eorgia: bers and home office people, which did 
Western Division: J. W. Morris, Cali- | much for the success of the convention 
fornia, president, and W. W. Inkman, On the second day Secretary James 
YTV) vice president, Texas. |. W. Morris of | J. Parks opened the meeting with a 
Yui Wp, California, vresident of the Western | address o “Co-operation tenes 
Uff} My Division, had a renewal record of 100 | Home Office and Field.” closing with a1 
ff Wy percent for last year’s business interesting talk on “Selection” and the 
j Wy Lawrence Opens Session ct ition necessary from the field 
Y At the opening = session I E Barney Pearson of Columbus _fol- 
Y Wf, Yy YY; lawrence, vice president of the com-| lowed Mr. Parks and gave an instruc 
Y 4 YY pany, welcomed the delegates W. | tive address on “Constructive Method of 
Frank Carter, a vice president and di- | Making and Closing Sales.” T. F. Law 
} 





rector of the company and a prominent | rence, vice president, made the keynot« 
attorney of St. Louis, followed Mr. | speech of the second day 
- > ~¢ . . “ . } + 
Lawrence on the program. Che subject | Honor Ball Player Agents 
of his address was “What St. Louis and 


oe 
mica e r nce Our People Think of You.” In his Friday afternoon the convention was 
address he said: “If 1 were to start my | entertained at a ball game, the Cardi 





life again, I know of no calling that | nals vs. Brooklyn Rogers Hornsby, 
would rather follow than the life insur- ; Jack Fournier, and “Doc” Lavan of the ‘ 
ance profession. You men see the bene- | Cardinal team are members of the Mis 
fits of the work you do in such a de sourr State eld force and betore the 


lightful way so many times and while | game the 


vou are working, you are accumulating | lion and 
something for the years to come [| fellow workers with the following tok 
know of no business that approaches | ens of their appreciation: To Rogers 
philanthropy so much as does life insur- | Hornsby a platinum Shrine pin; t 
ance. I want to make a prophecy, and | “Doc” Lavan, gold cuff links: to Jack 


Y 
Y/ — Ny that is the time is coming when the life | Fourier, a d'amond ring. Rogers Horns- 
Perhaps the greatest requisite to success- Yj insurance salesman shall be sought after | by was so elated over his gift that dur- 
y Yj instead of having to seek the prospect. | ing the ninth inning of the game, when 


members of the Quarter Mil- 
$100,000 Clubs presented their 








ful Life Insurance salesmanship is the Yj Every tendency today favors a great | defeat seemed certain for the St. Louis 
increase in the volume of life insurance | team, he hit into right center-field 
RSSUTANSS that the company the agent Yj to be written.” bleachers for his twenty-first home run 


of the season, his third hit of the day, 


Y ae yee “ mayen — sear h _ Yy Pores Ten making the final score 6 to 5 m favor 
well able to see clearly into the future Yj One of the interesting features of the | of the Cardinals. 
Y : h convention was five-minute talks by Immediately following the ball game, 
with assurance. a : leading general agents and branch man the members of the Quarter Milhon 
Y Y agers on “One Incident in My Insur Club boarded the special train for De- ; 
Y ° ‘ Y ance Experience that Left a Lasting | trot where the, embarked Saturday 
It is this assurance that the new agent Impression.” Two of the helpful ex- | morning for a six days cruise of the 
° ° . periences related were those ot W. R. great lakes There were about eal 
Yj of the Amicable Life soon acquires. He Robinson, general agent in Philadelphia, | delegates in 
; : ; : : : who told of an experience with monthly negara 
finds in all his relations with his com- yj income insurance, and that of E. B.| RULING ON TOTAL DISABILITY 
Y, Nebraska Supreme Court Renders Im- 
portant Decision On Insanity Phase 
of That Provision 


caused him to relegate the carefully 


Yj attendance 
pany that he is being dealt with in a Yf een eas ie Seer 
- -. _ ranch, Who oK Oo © €ve Ww cn 
Y most upright manner and that his policy- Y, 
. : : yrepared prospectus to the waste bas 
holders, likewise, feel that the Amicable, Yj oo 
yj in all its transactions, is acting honor- Y At the first day’s meeting W. E. Bil - 


heimer of the Franklin Life in St. Louis XCOLN NEB laly \ 

ably. The agent soon knows that his gave an inspirational address on, “Our LINCO eee SUES. wee AR ee 

Y : fk Heritage Today,” sketching verbally the portant ruling on the total disability 

company is above reproach, that his com- Yj lives of the great men of history who | Clause as regards imsanity case has just 

. : have done the hard thing which brought been handed down by the Nebraska 

yj pany is well able to give that full measure Y, out the spirit of championship in them, | Supreme Court. One of the options in 
a ° 7 . and then t -hed upon the “Father and | 4 Policy for $1,000 issued to Albert " 

Y - en a 7 by ave of Y Son” aaieupaie ak tia teenubeanee ts Marti, by the Mid-West Life, provided 

Yj extreme importance to the agent. The ] 
4 
4 


/ Amicable is forever working to the very 
y best interest of its agents. 


that if he became mentally deranged, 
i : this constituted total disability and en 
now Coley Porme titled him to the benefits of that pro- 


the world today. 


One of the addresses most enthusi- | Vision. 
astically applauded was that of Clinton Marti was sent to the asylum a little 
O. Shepherd, actuary, who announced a | Over a year after he took out the policy, 
revision of the policy forms, the new | and it was not until after his death, 
policies to be ready for issue July 15. | when his wife found the policy in his 
There have been a number of minor | papers, that she knew of it. The com- 
changes tending to clarify and simplify | pany defended on the ground that the 
the present form, but the principal | policy had lapsed while the man was 
change is in the total and permanent | insane, and that the right to exercise 
disability benefits. The new clause cov- | the option was personal to him only. The 
ers any total and permanent disability | supreme court says, however, that it 
occurring after the policy is issued and | would be a harsh rule to say that when 
prior to age sixty The benefit is a}|a man becomes deranged while the 
waiver of premiums and a monthly | policy is in force and before the pre- 
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[nsurange 


Wy income of $10 per month for each $1,000 | mium becomes due, the occurrence of 
My of msurance. rhe first instalment is | the contingency against which he in- 
My due immediately on receipt of proofs of | sured himself should deprive him or his 
Wy | disability. Disability which has been | beneficiary of the benefits of the con- 

YY] | total for three months will be resumed | tract. 

Wy |} to be permanent and the monthly in The court said that where no time 
| come will cease only with the death of | limit is fixed in a policy within which 
| the insured or the recovery from dis- | an optional provision must be exercised. 
| ability The company is making no | jf it is exercised within a reasonabk 
change in total disability premium now | time under all the circumstances of the 
| in effect case it is sufficient 

Pleasant Social Features If he should recover his reason he 


would have a reasonable time in which 
to act. If he dies without regaining the 
ability to act and proof is furnished : 
within a reasonable time after the dis- 
covery of the existence of the policy ot! 

his incurable insanity and his inability 

to exercise the option or furnish proof ; 
while the policy was in force, the com 
pany must pay the face of it to the 
beneficiary 


\fter the business session the club 
|} members together with home office ¢m- 
| ployes hoarded the steamer “J. S.” for 
an afternoon and evening on the Mis- 








hoat trip was one of the 
most successful social events of the 
| convention The party had lunch and 
|} dinner aboard the boat and during the 
| afternoon and evening were entertained 

with prize contests and stunts, everyone 
| from the officers to the office boys par 


sissippi Phe 


President 4 liften Maloney of the Phil 





ticipating. During the evening vaude adelphia Life has returned from a three 
_ ville de luxe and dancing kept the mer weeks’ vacation, spent at Camp Minne ; 
riment at its height and it proved to be wawa in the Adirondack mountains 
> Manager of Agencies Hopkins is making 
a rousing get-together for the club mem a tour of the company’s agencies in the 


southern states 
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a SCHOOL IS NOW OPENED | 











GOOD WORK AT LOS ANGELES | 





the Summer Course of Carnegie Life In- | 
surance Salesmanship Is Being Con. 


fol- ducted by Griffon Lovelace. 
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he Principle 
Of Preeminence 


“aw LOS ANGELES, CAL., July 10.— | 
not« The summer course of the Carnegie | 
School of Life Insurance Salesmanship, | 
conducted under the auspices of the 
; Life Underwriters Association of Los | 
was \ngeles, opened in this city July 5, with 
_ an enrollment of approximately 110 
Sny. students. The sessions are being held 
in the Central Junior High School build- 
ing, at 451 North Hill street, which is | 
within easy walking distance of the | 
heit business district. : 4 
; Griffin M. Lovelace, director of the | 
ae — arrived ca city early in the | = ° ‘ ° . 
abet week, after spending several days en- | 7 - . 4 Cc 
route in San Francisco, where he was | Superiority 1S measured by service, 
entertained by members of the class 
which he conducted in that city last ° ° . ° 2 
lur- summer. Other members of the jac- | A life insurance company embodies the S rit 
eo ulty were on hand at the opening ses- | f d . | “Sie. . I . 
sion ® 4 h as h; 
el The Life Underwriters’ Associaton of predominance only in the measure that it 
ot Los Angeles teels that it is tortu- « . ¢ \ ? 
; that - bends all its energies in an effort to serve. 


nate in securing this summer term of 





TSR wot 


aes the Carnegie school, and the local com- | . . 
: pi "Ss g 1 rene l age ries : > COC or. | ¢ ‘ ‘ « a ea ‘ ‘ ‘ re ro 
me panics and general agencies sre cooper- Such is the ideal of ascendancy that has always 
. of the project. The school is prepared ale — T : 
2 % le n ceik oe Ge wecteee ane directed the diligence of The Lincoln National 


it is quite probable that the enroll- 
ment will reach that figure within the 
next few days, as a determined effort 
is being made to place every available 
scholarship. 

ry Chairman Frank E. McMullen, of the 
school committee, states that the great 
majority of the students are men who 


Life Insurance Company. 


Every innovation in system and policy has 
. been wrought by the ambition to better Lin- 

have had more or less experience in ° =) ° 

life underwriting, ranging from part coln Life Service. Many changes have been 

ime agents Oo successtu whotle-time . . ~ 

7. eae made at The Lincoln Lite Home Office from 


1 ? | . . . . 
ity are from distant states, two enrollments | time to time to b ri ng all work into more 


being from San Antonio, Texas 





ust 

ska — als « 

; RO | perfect alignment and to promote the most 
J President. Howard S. Wileon of the | efficient collaboration. 

ed Bankers Life of Lincoln, Neb., says that 


his company, during the early part of ° ° ° ° 
nes the year, had the same experience as Because of its tireless quest for superiority 


all others operating in the middle west, 


. the lapses totalled more than the new . ° . 
™ ‘aati written. The last three through service The Lincoln Life persists in 
th months, however, has produced a vol- ° ° . . ° . 

; ume of new business in excess of lapses getting out its business In record breaking time 
that, for the first half of the year, re- - 


n- sulted in a net addition to. the total and to offer the most telling co-operation to 


ae The Bankers’ Life has never fallowed all who 


the plan other companies have adopted 








he - . 
it in the matter of premiums. It requires 
on these to be paid in cash. It sometimes 
ne gives extensions, but these are not in 
mg the form of notes, and where it has been 
al desired it has made premium loans to 
es enable the policyholder to continue his 
cm premium payments. 
n 5 
Life Notes e o ‘ 

ne George T. Plunkett, long a leading 
ch director of the Berkshire Life, died at 

his late home in Pittsfield, Mass., this 
d, week. 
le Keene & Hoagland of Peoria, Ill., man- 
he agers of the Aetna Life, held an agency 

convention in Peoria last Friday and 
: Saturday. 
a Assistant Agency Manager Carl A. Se- 
h coy of the Phoenix Mutual is on a trip 


« through the middle west during which ‘“ 
fl he will visit many of the Phoenix Mu- “Its Name Indicates Its Character” 


tual agencies. 





ef ' Julius H. Meyer, general agent of the 

‘ ' New England Mutual in Chicago, has . ‘ . 
a ' moved to larger quarters at 1322 Stoc | 

1 Exchange building. Mr. Meyer's agency Inco n ¢ F W y I d 
« , is growing steadily. 1 e ul In ort a ne, n e 
, Dr. Willis Walley, secretary and med- 


. ical director of the Magnolia State Life a 
of Jackson, Miss., is spending his an- $ 

nual vacation at his old home at Rich- Now More Than 210,000,000 m Force 
ton, Miss., and in Mobile, Ala. 

| W. W. Dennis, of W. W. Dennis & Co., 
a general agents for the Mutual Benefit 
Life at Louisville, Ky., and Mrs. Dennis 
have gone to Glacier Park, Mont., to 
spend a vacation of several months 
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N eminent statistician, writ- 
ing about ancient for- 
tunes, speaks of Croesus 

having been worth $80,000,000 
and Solomon about $20,000,000. 
These were the real high-spots 
in wealth in the early days, he 
declares. But the old Bible 
story of the King who loaned one 
of his chums 10,000 talents of 
gold is recalled. You remember, 
when the king asked for it, the 
fellow begged for a few weeks of 
grace, and got it. Here was a 
king who had it all over Croesus 
and Solomon, for he thought 
nothing whatever of helping out 
a friend to the extent of 
$275,000,000, which was the value 
of 10,000 gold talents. You’ll 
find the tale in Matthew the 
Eighteenth Chapter, and it is 
worth reading. Money, appar- 
ently, meant nothing in those 
young days, but it certainly does 
today, doesn’t it? After you are 
gone it must come in just the 
same, if there are any loved 
ones. Life insurance is the best 
medium to take your place. 


The Prudential 
Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
FORREST F. DRYDEN, President 
Home Office, Newark, New Jersey 
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Insurance Company 


OF IOWA 


Results of 1921 


Insurance in force ..........--..e000: $286,934,616.49 
NE. 6. 6 i cneenineeed dese . $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 














GRIZZARD’S FINE WORK 





BIG BUILDER OF AGENCIES 





He Has Developed Two Million-a- 
Month Producing Offices in Less 
Than a Year’s Time 








James A. Grizzard, head of the “Griz- 
zard System” of insurance and savings. 
who has established agencies in Colum- 
bus, O., Cleveland and Detroit, was able 
to initiate a $1,000,000 a month agency 
in Detroit the first four full months of 
its operation. Mr. Grizzard’s system is a 
combination of effective advertising, 
monthly premium payment and affilia- 
tion with a bank. The bank, however, 
has nothing to do with the life insur- | 
ance work, except to act as depository | 
for the premiums. Mr. Grizzard’s men | 
do not sell combined life insurance and | 
savings. 


Success of Detroit Agency 


the depository bank for 
3ank 


In Detroit 
his work is the Central Savings 

















JAMES A. GRIZZARD 


and its 11 branches in the city. This 
bank is owned by the First National 
Bank of Detroit. The Detroit man- 
ager of the “Grizzard System” is 
Ralph C. Wilson, who was a resident of 
Detroit for a number of years, being a 
charter member of the Shrine Automo- 
bile Club, now known as the Caravan 
Club of Detroit. He was the distribu- 
tor of the Cadillac car in central Ohio. 
He had previous life insurance experi- 
ence. Mr. Wilson has been able to 
build up an agency of strong producers 
in Detroit. 

Mr. Grizzard does not finance his 
agents. No money is expended for 
anything but the legitimate expenses of 
the office. This means that men who 
can take care of themselves have to 
be employed. Mr. Grizzard figures that 
after seven months a man reaches a 
high production point and gets an in- 
come that is sufficient to take care of 
him. He spends much time in instruct- 
ing and educating his men. They are 
put through a regular course of in- 
struction and are carefully followed un- 
til they are self sustaining. 


Largest Agency Advertiser 


Mr. Grizzard is undoubtedly the larg- 
est agency advertiser in the country, 
He uses pages in the daily papers to 
advertise and explain his system. He 
has the knack of putting out copy that 
pulls and holds attention. 

Here is a man who has built up two 
million dollar a month agencies in less 
than a year’s time. His Cleveland 
agency is now going at the rate of a 
million a month, although it was only 
established 10 months ago. D. A. Hal- 





lin is manager of the Cleveland office. 


The bank there is the Brotherhood 
of Locomotive Engineers Cooperative 
National Bank. Mr. Grizzard started 
his system four years ago at Columbus, 
O. His manager there is H. C. Cole- 
man and the bank depository is the 
Ohio National Bank. 

He has lined up W. T. Emmons with 
his Detroit agency, he being one of the 
vice-presidents of the “Grizzard Sys- 
tem.” He was formerly connected with 
the Lincoln Motors and is a brother of 
Harold H. Emmons, who is president 
of the Detroit Board of Commerce. Mr. 
Grizzard in inaugurating his work at 
Detroit, contributed $1,000 to the Board 
of Commerce to pay off its deficit. 
Applies Scientific System 


In explaining his plan, Mr. Grizzard 
said that he only aims to apply scien- 
tific business principles to life insurance 
management. He uses the same meth- 
ods that he would employ in any regu- 
lar business. He feels that life insur- 
ance management has been lacking in 
business system. He states that every 
man in his employ has to make good, 
whether he is in office or a field man. 
He keeps in daily touch with his offices 
and men. He knows exactly what each 
one is doing and whether he is pay- 
ing his way. Mr. Grizzard stated that 
he allows no loafers or drones to be 
agents. He wants to get his men at a 
point where they will be making good 
money just as soon as possible. 

Opposition Soon Melted 


When Mr. Grizzard inaugurated his 
system in Cleveland and Detroit there 
Was some opposition on part of the 
other life insurance men, because they 
thought he was selling savings accounts 
with insurance. When they ascertained 
what his system was, naturally, they 
could not- object to it. Mr. Grizzard’s 
men sell insurance chiefly on the 
monthly payment plan, stating that is 
this way a policyholder can adjust his 
premium payment to his monthly 
budget. 

Mr. Grizzard states that he finds that 
a large number of people will shy at 
paying an annual premium or even 
a quarterly. It makes a large sum 
to pay at one time. Under the monthly 
deposit plan, he says that a man will 
Carry more insurance. It is in accord 
with the modern monthly budget system 
of financing and can be provided for 
without any extra trouble. The policy- 
holder is given a bank deposit book, 
for use in depositing the monthly pre- 
miums. 





Oklahoma Sales School 


Eighty students have enrolled in the 
life insurance salesmanship summer 
school just opened at the University of 
Oklahoma. Ten of these students are 
women. This is the first session of the 
school. 

The class in life insurance salesman- 
ship is handled by three instructors, in 
as many different features of the work. 
The class in psychology of salesman- 
ship is under the direction of Dr. W. W. 
Phelan, dean of the school of education 
and director of the summer session. 
Practical selling is under the direction 
of Loren D. Stark, who also has charge 
of the field work. Every student under 
him is required to do some actual sell- 
ing of life policies. Principles and func- 
tions of salesmanship are being handled 
by James E. Bragg. 

Two lectures a week in each of the 
courses will be given. These will be 
given by leading insurance men from 
many parts of the state and country 
who have promised to give such assist- 
ance. The insurance school was made 
possible by the Oklahoma State Life 
Underwriters Association, which is con- 
tributing to the financial support in con- 
junction with the university. 





Ward H. Porter, of the Porter & Shel- 
don agency at Los Angeles of the Equi- 
table Life of Iowa, who has been absent 
with the Shriners on their trip to Hono- 
lulu, returned home July 5. Mr. Porter 
is a very fine singer and as a member 
of the chanters’ organization he contrib- 
uted his share to the entertainment of 
his fellow Shriners. 
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LAST YEAR MORTALITY | 


| 
COMMENT BY MUTUAL BENEFIT | 





Effect of Some Diseases Affords Basis | 
for Some Interesting Observations 
by the Company 





The Mutual Benefit Life makes some 
interesting comment on its mortality | 
last year. Its death rate last year was 
48.65, the lowest in the history of the 
company and represents a saving of $7,- 
242,956 for the year. In speaking oi 
these causes the company says: 

“The largest single factor responsible 
for this reduction is the very great de- 
crease in deaths from influenza. In| 
1919 we experienced 615 deaths from in- 
fluenza, entailing a loss of $1,966,568.56. | 
In 1920 there were 281 deaths, with a 
loss of $1,018,799.18, while in 1921 the 
deaths were so few that they were not | 
given a separate classification, but were 
included under acute infections and 
pneumonia. It is also a satisfaction to 
note the favorable record from tubercu- | 
losis and diabetes during 1921. Deaths 
from tuberculosis continue to decrease 
throughout the United States. During 
the past decade a reduction of nearly ; 
30 percent from this malady has been 
effected. This achievement is in large 
measure the result of the combined et- | 
forts of the many agencies that are en- 
deavoring to eradicate this disease. 

Deaths From Diabetes 
i 


“A large proportion of deaths from | 
diabetes occur in persons who are over- | 
weight. The constant vigilance that | 
has been exercised in the matter of our | 
weight selection, and the more careful 
urinalyses that are now being made, are | 
important factors in the favorable dfa- | 
betic mortality. 

“The unfavorable facts disclosed by | 
this report are the progressive increase | 
of deaths from cancer, the increase of | 
deaths from accidents, and the large in- 
crease of deaths from suicide. Cancer | 
continues to baffle medical science. The | 
United States census reports 89,000 | 
deaths from cancer in 1920, in the regis- 
tration area of the United States, which | 
represents about four-fifths of the en- 
tire population. This is an increase of 
5,000 deaths over the estimate of 1919. 
This census report further states ‘The 
Northern states have a comparatively 
high and the Southern states a compara- | 
tively low cancer mortality.’ Massa- 
chusetts shows the highest rate—98 per 
100,000 population, while South Carolina 
shows the lowest rate—45.9 per 100,000 
population. The white and the negro 
races appear to be equally susceptible 
to this disease, with both races appar- 
ently more susceptible in the north and 
less susceptible in the South. 


Deaths From Accidents 


“Deaths from accidents are decreasing 
in many of our large industrial plants 
because of the installation of safety de- 
vices, but during 1921 we had 41 deaths 
from automobile accidents, involving a 
loss of $219,276.75. Although deaths 
from automobile accidents are con- 
stantly increasing throughout the 
United States, it is well for us to bear 
in mind that there are now over 10,000,- 
000 registered automobiles in the United 
States, and that although the actual 
number of deaths is increasing, the 
number of deaths in proportion to the 
number of automobiles in operation, is 
diminishing. 

“During 1921 we had 93 deaths from 
suicide, involving a loss of $597,669.20. 
This is the largest number of déaths 
from suicide in the history of the com- 
pany. The loss exceeds the death 
claims from tuberculosis by $187,034.47. 
Furthermore, the amount paid for sui- 
cide losses was $6,426.55 per individual, 
whereas the amount paid for deaths 
from all causes was $4,351.58 per indi- 
vidual. Years of financial disturbance 
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invariably yield a large suicide death 
rate.” 


Our new business for May was 
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Expense of Promoting Companies 


THE comptroller of the currency at 
Washington, it is announced, will refuse 
to approve the applications for the organ- 
ization of national banks that contemplate 
or provide for any promotion fee. Nor 
will he permit the formation of any bank 
in the District of Columbia that applies 
any part of the money collected from 
stock subscribers or the payment of pro- 
motion fees. The bank examiners have 
been instructed to see that this ruling is 
strictly carried out. 

It is impossible and impracticable to 
apply this system to the organization of 
all commercial, industrial or financial in- 
stitutions. However, the effect of this 
ruling of the comptroller will be highly 
desirable. The days of mushroom pro- 
motions in the insurance field fortunately 
are past. The organization of new com- 
panies is now carried on for the most 
part along business lines. People have 
learned many things to their sorrow in 
regard to highly speculative promotion 
schemes. 

An insurance stock in a capably man- 
aged company should pay reasonable re- 
turns. Promoters and stock salesmen 
have promised the impossible. They have 
misled the purchasers of stock in many 
directions. As a result there has been a 
violent reaction, much disappointment and 
much prejudice created. In a large num- 
ber of cases the promoters are in no way 
interested in the future of the company 
they are forming. They promote the com- 


Too Many Examinations 


Lire insurance salesmen specializing on 
large cases are again complaining that the 
examination requirements of most com- 
panies are too rigid so far as the large 
cases are concerned. Agents making this 
criticism say that if a business man of 
some importance desires to take out say 
$100,000 of life insurance he is often 
forced to submit to four or five physical 
examinations. If there are not this many 
examinations it is the practice of some 
companies to go back to the policyholder 
with a request for further information. 
In other words, it seems that most com- 
panies have not worked out a plan of 
conducting one physical examination, and 


Life Insurance Meets the Demand 


THE importance of life insurance for to 
meet inheritance tax is seen in the de- 
mand made on the estate of the late Pitts- 
burgh steel king, Henry Cray Frick, to 
Pay an additional sum of $1,188,248 to the 
state of Pennsylvania. A decision to this 
effect was handed down by Judge Mir- 
CHELL of the Orphans Court at Pittsburgh. 
This decision ends proceedings in the big- 


panies solely for the money to be made 
during the promotion period. Where 
practical insurance men have organized 
companies and where conservative meth- 
ods have been used in organization, the 
institutions have developed along the right 
lines and stockholders have had no rea- 
son to regret the purchase of their shares. 

Unfortunately the purchasers of stock 
did not make sufficient investigation as to 
who would be in charge of the active 
management of the company or who 
would do the underwriting. When the 
money was gotten together and the com- 
pany ready to be licensed, the promoters 
bade it goodby and left influential men 
who had lent their names to the enter- 
prise to hold the bag. These men fre- 
quently found themselves in an embar- 
rassing position because their friends and 
acquaintances had purchased stock large- 
ly because they were interested in the 
enterprise. 

Promotion commissions ran to a high 
figure. Stock was sold at three and some- 
times four times the par value and the 
promoters received a commission on the 
gross amount paid in. But when a com- 
pany was launched those who were to 
carry it on found that from 25 to 40 per- 
cent of the amount paid in had gone for 
promotion, leaving the company handi- 
capped. It is not likely that the “knock 
down and carry in” professional stock 
insurance salesmen will be heard from at 
least for a long time. 


accepting or rejecting the risk as a result 
of the findings of the medical director. 
Big producers complain that with con- 
ditions as they are, life insurance com- 
panies should strain a point with the idea 
of getting business on the books with a 
minimum of friction or annoyance to the 
policyholder. Agents handling big cases 
say that there should be simply one ex- 
amination, or two at the most, and all 
companies interested in the writing of the 


case should participate in the one or two 
examinations made. It should not be 
necessary, it is contended, for the appli- 
cant for a large amount of life insurance 
to have to undergo two or three examina- 
tions at the hands of each company. 


gest inheritance tax case in the history of 
the state. The feature of the decision is 
the declaration of the court that the state 
has the right to collect inheritance tax on 
property owned in other states by a resi- 
dent of Pennsylvania. 

Thus an estate may be confronted with 
unusual and unexpected demands. Life 
insurance meets these and keeps the estate 
intact. 
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Solon Schiller, who joined the Joseph 
D. Bookstaver agency of the Travelers 
in New York City, Oct. 13, 1921, has 
made an unusual record for steady, con- 
sistent production, which proves con- 
clusively that there is plenty of business 


by the ability of the salesman. 


June, with 65 working days exclusive of 
Saturdays and Sundays, he produced 
90 applications for a total of $800,000, 
or an average of $8,888. In April he 
had 33 applications for $262,000; in 
May, 23 applications for $240,000, and 
in June, 24 applications 
Before joining the Bookstaver agency, 
Mr. Schiller had been an importer and 
exporter, but a salesman all his life. 


and specializes on business insurance. 
He attributes his success to concentra- 


his time to insurance. He believes that 
one hour spent chasing rainbows in 
some other business means a loss of 
two hours in his own business. 


A splendid example of intensive work 
is reported by the Minnesota Mutual. 
E. S. Albritton, general agent for the 
company at Dallas, Tex., went to Hous- 
ton in June and in three days’ work 
interviewed 20 prospects, writing 16 out 
of the 20 for over $100,000 of business. 
That this sort of work is not unusual in 
this case is demonstrated by the fact 
that during the first six months that 
Mr. Albritton has been in the field he 
has written well over $600,000 otf per- 
sonal business, in addition to attending 
to his part of agency work in an organ- 
ization that is writing better than a 
half million a month. 


ohn E. Reilly, secretary and treas- 
urer of the Old Line Life of Milwaukee, 
has been appointed master of the fourth 
degree Knights of Columbus for the 
district of Wisconsin. The appointment 
was made by Supreme Master John 
Reddin, Denver, Colo., upon the recom- 
mendation of T. P. Flynn, vice-supreme 
master of the Marquette province, 
which includes Wisconsin and nearby 
states. The new master is past grand 
knight of the Milwaukee Pere Mar- 
quette council, former director of the 
Columbus institute and has acted as 
treasurer of the American committee 
for Irish relief. 

President John M. Holcombe of the 
Phoenix Mutual is making very satis- 
factory progress toward a complete re- 
covery from the operation he under- 
went in April. He is able to ride out 
every day, has been to his summer 
home in New Hartford several times, 
and is looking forward to a more ex- 
tended trip later in the month. 


The Northern Life of Seattle, Wash., 
is putting out a very attractive little 
booklet entitled the “Summer Play- 
ground of America,” profusely illus- 
trated with views portraying the natu- 
ral beauty of the state of Washington, 
in the way of mountain and lake scen- 
ery, waterfalls, etc. A copy of the book- 
let will be mailed by the Northern Life 
simply for the asking. 


Guy C. Sanborn of Los Angeles, who 
for two years led the southern Califor- 
nia agency of the Mutual Benefit in 
personal production, has joined forces 
with THe NATIONAL UNBERWRITER and 
will act as associate manager at the 
Cincinnati office, dividing his time be- 
tween office and field work. Mr. San- 
born is a young man of promise in the 
life insurance field and will add much 
to the already strong department of life 
insurance service which THE NATIONAL 
UNDERWRITER is developing through the 
life edition of the paper, the Diamond 
Life Bulletins, Unique Manual Digest, 
Little Gem Life Chart and other pub- 
lications. 


to be had, the volume being limited only | 
For | 
the three months of April, May and | 


for $298,000. | 


He solicits merchants almost exclusively | 


tion of thought and effort, devoting all | 


| ing planned, in which Mr. Sanborn will 

have an important part. THe NATIONAL 
po, considers itseli fortunate 
in enlisting Mr. Sanborn and bespeaks 
| for him from its patrons and friends 
| the same courtesy and ccnsideration ac- 
corded its other representatives. 

Mr. Sanborn is the third practical liie 


insurance held man brought into the 
| Organization within the past two or 
three years, the others being Abner 


| Thorp, Jr., editor of the Diamond Life 
Bulletins, formerly with the Provident 
Life & Trust, and Wm. Hilleary, busi- 
ness manager, who received his life 
insurance training with the New Eng- 
land Mutual. In combining with its own 
| publishing experience the work of men 
trained in such companies as the Provi- 
| dent, New England Mutual and Mutual 
Benefit, THe Nationa UNDERWRITER 
feels that it is in a position to give life 
insurance service of the highest possible 
grade. 


The publicity department of the John 
| Hancock Mutual Life of Boston has got- 
ten out a pamphlet entitled “The Four 
Power Treaty Between the United 
States, British Empire, France and Ja- 
|} pan.” Henry H. Putnam of the de- 
| partment of publicity states that some 
time ago the company wanted a copy 
of the treaty and applied to the daily 
| papers and magazines, but was unable 
to get any trace of a copy. Even the 
State Department at Washington had 
not printed any for distribution. Finally 
through Senator Lodge of Massachu- 
setts, the John Hancock obtained a 
copy from the archives, and it has 
printed this in pamphlet form for gen- 
eral distribution. The department of 
pablicity of the John Haccock Mutual 
Life states that copies of the treaty will 
be sent to anyone on application. 








C. C. Wright has been appointed first 
deputy commissioner of insurance for 
the District of Columbia. Reorganiza- 
tion of the district’s insurance depart- 
ment is already being put into effect 
by Burt A. Miller, recently appointed 
commissioner. Mr. Miller states that 
Llewellyn Gordan of the internal rev- 
enue department has expresed his in- 





tention of accepting the position of sec- 
ond deputy commissioner. Frank B. 
Bryan, now employed in the department 
of commerce, has been secured as ste- 
nographer, and he will be trained to 
become an examiner. 


A record of unusual success has been 
made at Dixon, Ky., for the Reliance 
Life of Pittsburgh, by B. G. Davis. Mr. 
Davis is 29 years old, and until last 
year, when he joined forces with C. H. 
Blackwell, had had no previous expe- 
rience in the life insurance business. 
In 1921 he paid for $170,000 business. 
His production has continued steadily 
this year. Last week he secured $45,- 
000 in applications. 


John A. Rowley, of the local agency 
firm of Zimmerman & Rowley of Wau- 
sau, Wis., died last Sunday morning 
from injuries received in an automobile 
accident. For many years Mr. Rowley 
was superintendent of the Metropolitan 
Life, being located first at Des Moines, 
then at Chicago and was transferred to 
Wausau as superintendent in 1903. 


During June the J. L. Haas agency 
of the Travelers at Chicago produced 
115 life applications for a total of $1,- 
309,500—an average of $11,391 per ap- 
plication. Agent A. Sobel led the office 
with 33 applications for $213,000, Agent 
B. Gurney was second with 15 applica- 
tions for $145,000. The total business 
of the Travelers for June in Chicago 
was $4,565,000. 


Thomas J. Houston, insurance com- 
missioner of Illinois, has returned from 
Honolulu, where he and ether mem- 
bers of the Imperial Council went after 
the annual meeting of the Shriners at 





Still new services to tife men are be- 
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LIFE AGENCY CHANGES 














President H. G. Royer of Great North- 
ern Life Announces Appointments 
by That Company 


President H. G. Royer of the Great 


NAMES NEW STATE MANAGERS GOES WITH NEW WORLD LIFE 
| 


Jj. C. Stablein Appointed Assistant 


Northern Life has announced appoint- | 


ments of state managers for that com- 
pany in a number of states. All of them 
have been connected with the field or- 
ganization of the Central Business 
Men’s Association, with which the 
Great Northern is now closely affiliated. 

J. Long and G. A. Dunagan have 
been made state managers for Michigan, 
with headquarters in the Murphy build- 
ing, Detroit. W. A. Gills of Minneapolis 
becomes state manager for Minnesota 


and L. S. Rothschild is transferred 
from Indianapolis to Denver, to take 
charge of the company’s business in 
Colorado. 

H. A. Staley is made manager for 
central Illinois, with. headquarters at 
Decatur, and A. H. Weider for South 
Central Illinois, with headquarters at 
Paris. 


W. O. Roper and E. D. Wilson 


W. O. Roper has resigned as superin- 
tendent of agents for the Mutual Life 
of New York in Virginia after serving 
in that capacity for six years. It is 
understood that Mr. Roper will retain 
his connection with the company and 
will devote himself to field work after 
taking a much needed rest. He was 
connected with the St. Louis agency of 
the Mutual Life for 15 years before 
connecting with the company in Vir- 
ginia. He has been succeeded as super- 
intendent of agents by E. D. Wilson, 
formerly district manager for the Mu- 
tual Life in southern Colorado. He 
did his first work for the Mutual Life 
in Grayson county, Va. 


James A. Maddox 


The Missouri State Life has opened 
a branch office at Columbus, O., with 
James A. Maddox as manager. He is 
a member of the board of education of 
Columbus. He is a past president of 
the Rotary Club of that city. Mr. Mad- 
dox is a prominent worker in the God- 
man Guild of Columbus, a commuuity 
organization working to improve living 
conditions and provide recreation for 
the working people of the city. 

Mr. Maddox is a former Columbus 
theatrical man, having been manager of 
the Southern theatre. The new office 
of the company was opened Monday at 
610 Guarantee Title & Trust Company, 
116 East Broad street. 

Mr. Maddox announces his new duties 
will not interfere with his civic activ- 
ities as a member of the Columbus 
board of education, the Godman Guild, 
or Camp Johnson. 


S. J. Weinberg and C. F. Dicken 


Samuel J. Weinberg has been ap- 
pointed manager of the life department 
of the Provident Life & Accident of 
Chattanooga at Dallas, Tex. He was 
recently connected with the Travelers 
at Baltimore, where he made an en- 
viable record. 

C. F. Dicken has been appointed state 
manager for West Virginia and eastern 
Kentucky, with headquarters at Hunt- 
ington, W. Va. He is well known to 
insurance men throughout the south and 
recently took the life insurance sales- 
manship course at Carnegie. 





O. H. Cloutier 


The Minnesota Mutual announces the 
appointment of H. Cloutier as gen- 
eral agent for South Central Kansas, 
with headquarters at Wichita. G. Stan- 
ley Clarke has been appointed general 
agent at Richmond, Va. 











Agency Manager, Looking After 
Iowa, Illinois and So. Dakota 


J. C. Stablein has been appointed as- 
sistant agency manager of the New 
World Life, assisting J. P. Fordyce. 
His principal work will _be in the devel- 
opment of the company’s agency organ- 
ization in Iowa, Illinois and South 
Dakota. Mr. Stablein is an old experi- 
enced insurance man, and for some 
years was in charge of. the production 
of business of the Western Union Life 
in South Dakota and Minnesota. Later 
he went west for the purpose of organ- 
izing schools for the training and edu- 
cation of life insurance salesmen at 
Spokane, Portland and Seattle. He is a 
graduate of the life insurance course at 
Carnegie Institute. His father was for- 
merly insurance commissioner of South 
Dakota. 

Oak E. Davis 
Davis has 
manager for 
Mutual of Lincoln. He will take over 
part of the duties that Secretary Mau- 
rice A. Hyde, as director of agencies, 
has been performing. Mr. Davis is a 
comparatively new man in insurance. 
He was in newspaper work in Lincoln 
for a number of years. In April, 1920, 
he joined the company’s city soliciting 
force, and made such a success that 
he was made city manager in Novem- 
ber of last year. 

Mr. Davis developed such excellent 
executive ability in charge of the city 
business, which he was producing at 
double the figures of the previous com- 
parative periods, that President Steph- 
enson promoted him to state manager. 


Oak E. 
Nebraska 


been named as 
the Security 


Last year the Security Mutual sold 
$1,784,000 of insurance in Nebraska, 
and Mr. Davis has set $3,000,000 as the 


mark for 1922 


American Underwriters 
The American Underwriters of Detroit 
has filed articles of incorporation with a 
capital stock of $10,000 and it will tran- 
sact a general insurance hbusincss. It 


has the state agency of the Interna- 
tional Life of St. Louis. H. R. Makelim, 
the president, has had ten years’ experi- 


ence in life insurance work. During the 
first month after his agency was opened 
it wrote $100,000. Mr. Makelim left a 
long time connection with tne Travelers. 
The other officers of the agency com- 
pany are Ed N. Marcus, vice-president, 
and Charles H. Buell, secretary and 
treasurer Agencies have been estab- 
lished in several parts of the state and 
others will be opened in the near future. 


Wm. W. Warren 


Warren, manager for the 
in Michigan for the past 
and previous to that for 
the company's representa- 


Wm. W Na- 
tional Life 

seven years, 
three years 


; tive in Rhode Island, has resigned and has 


Michigan 
Wayne 
Majes- 


general agent for the 
Mutual Life for Detroit and 
eounty, with headquarters in the 
tic building. 


become 


A. W. Claxon 


Claxon has been appointed agency 
Western States Life at 


A.W 
organizer for the 


Santa Rosa, Cal He has been an agent 
in the same territory for more than a 
year and produces personally about 


$250,000 a year. 


Philadelphia Life Appointments 


The Philadelphia Life 
following general agency appointments: 
Huebner-Cavanaugh Company. Toledo, 
©.; French Fulton, Cleveland, O.; W. E. 


announces the 


Warren, Centerville, Tenn. 

Planning to visit the British Isles, 
France, Germany, Holland, Italy, the 
Holy Lands and Japan, G. W. Buchanan, 
local life agent at Sheboygan, Wis., will 
leave New York August 26 on the U. S.8. 


Majestic 
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Columbian 


National Life 


Insurance Company 


Boston, Massachusetts 
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Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsu 

for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1999, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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WESTERN & SOUTHERN NEWS 


Herman T. Teegarden, Assistant Super- 
intendent in Cincinnati East, Is 
Made Home Office Inspector 


Herman T. Teegarden, who has been 
assistant superintendent of the Western 
& Southern Life in the Cincinnati East 
district, has been appointed home office 
inspector. 

E. B. Stukenborg, assistant at Cincin- 
nati East district of the Western & 
Southern Life, has been made superin- 
tendent of the new Irving Park district 
in Chicago. He entered the. company’s 
service as an agent in Cincinnati West 
in November, 1910, and was made as- 
sistant in Cincinnati East in 1911, be- 
came inspector in Cincinnati West, Jan. 
20, and then returned to an assistancy 
in Cincinnati East. The Irving Park 
district in Chicago has been established 
at 5349 Lawrence avenue. The forn 
Irving Park district will in the future 
be known as Chicago West and the Chi- 
cago West district has been renamed 
Cicero. 

The following appointments to assist- 
ant superintendents are announced: 

P. K. Stephens, Elwood, Ind.: R. T. 
Brentlinger, Terre Haute, Ind.; H. Swaf- 


ford, Connersville, R. E. Ayers, Detroit 
North; E. J.. Nusbaum, Toledo North; 
E. J. Jeffries, Urbana, O.; A. J. Gal- 


lagher, Pittsburgh East; E. L. Clements, 
Lorain, O. 


Other Changes Announced 


The Western & Southern also an- 
nounces the following changes: 

Assistant H. McGrew has been trans- 
ferred from Terre Haute, Ind., to Clinton, 
Ind., and Assistant John Ogden from 
Cincinnati Park to Cincinnati North. 

The following appointments to assist- 
ant superintendent are announced: J. 
Leuders, Cincinnati East; H. J. Veon, 
Delaware, O.; H. H. Ware, Detroit East; 
R. W. Booth, Flint, Mich.; A. F. Jordan, 





St. Louis West; L. G. Burlingame, Pitts- 


burgh East. 


Prudential News 


Great stress is being laid on the im- 
portant feature of “Conservation.” In 
the item of ordinary net cancellations 
Superintendents F. B. Hilliard at Kitch- 
ener, Ontario and W. J. Neal at St. Cath- 
arines, Ontario, stand out very prom- 
inently among the company’s leaders and 
stand first and second, respectively, in 
the Dominion of Canada for the Pruden- 
tial. 

Assistant Superintendent Albert Mc- 
Carthy of Memphis, Tenn., has the dis- 
tinction of leading the southern division 
in both industrial increase and ordinary 
production for the current year. 

Assistant Superintendent R. B. McFer- 
ren, Atlanta, Ga., and Assistant P. F. 
Becnel, New Orleans, La., are leaders in 
lowest arrears and highest advance pay- 
ments respectively. 

Agent Grover C. Polk of Memphis, 
Tenn., has been promoted to the posi- 
tion of Assistant Superintendent of his 
district. 

Agent Richard A, Barry, of Elizabeth, 
N. J., has been promoted to the position 
of assistant superintendent in the same 
district. 

Agent Oscar Reinhardt, of the Staten 
Island, N. Y., district, is the present 
leader in industrial in Division M and 
ranks No. 9 in the entire field for 1922. 





Metropolitan Men at Oshkosh 


The annual dinner and business meet- 
ing of Metropolitan agents of the central 
Wisconsin district was held at Oshkosh, 
Wis., Saturday, attended by 40 repre- 
sentatives from outside the city. The 
main theme of the gathering was the 
campaign to be launched during the 
summer months. J. F. Reule, district 
manager, declared that the men brought 
in the best six months’ record ever pro- 
duced in this section. 

A dinner was given the entire group, 
following which games and contests, in- 
cluding a baseball game, were held. 





| 
| Policy Literature, Rate Books, etc. 
| $3.50 and $2.00 respectively. 





____ NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
J : Supplementing the 
and ‘‘Little Gem,” Published Annually in May and April respectively. PRICE, 


“Unique Manual-Digest”’ 





SHOWS NEW POLICY FORMS 


Great Southern Life of Houston, Tex., 
Includes Many New Features in 
Rate Book Just Issued 


The Great Southern Life of Houston, 
Tex., has issued a new rate’ book. 
Among the new features are rates at 
ages from 14 to 20; also rates for chil- 
dren’s endowment covering ages from 
six months to 13 years. Two new poli- 
cies are listed in this book for the first 
time. They are endowments issued at 
any age from 14 to 45 and maturing at 
age 60, also endowment covering any 
age from 14 to 54, maturing at age 65. 

The joint life rates on the 20-year 
endowment forms are also published for 
the first time. Other new policies for 
which rates are shown are the 5, 10, 15 
and 20 convertible term policies. 

Another new form is the old age pen- 
sion or deferred annuity contract. This 
plan is issued to applicants of all ages 








from 14 to 50 or 55. It provides a pen- 
sion, payable every month, commencing 
at age 60 or 65 and continuous through- 
out the entire life of the annuitant. It 
is issued regardless of physical condi- 
tion, as no medical examination is re- 
quired. 

The rate book also shows the new 
double indemnity provisions which may 


be incorporated in any other policy 
form. 
Mutual Life of New York 
The information on double indemnity 


on the Mutual Life of New York on page 
681 of the Unique Manual-Digest should 
read as follows: 

“For varying extra premium policy 
will provide, during life of policy, for 
payment of double face of policy in event 
of accidental death within 60 days from 


time of injury. Agreement does not 
cover death from war service, suicide, 
riot, war or insurrection, violation of 


law, aeronautic or submarine operations, 
police duty, bodily or mental infirmity. 
Limit $25,000.” 





| NEWS OF LOCAL ASSOCIATIONS | 











Lincoln, Nebraska—The Lincoln Asso- 
ciation, through its executive committee, 
voted Monday to endorse the proposi- 
tion of adding a chair of § insur- 
ance to the college of business adminis- 


| drews, Maurice A. Hyde, 


tration at the state university, This ac- 
tion was taken, after it had been defin- | 
itely decided to abandon the plan of 


operating a life insurance 
school in connection with that institu- 
tion. The life companies pay $250,000 a 


training | 


year in fees to the state department, and 
this fact will be impressed upon the 
board of regents when the matter will 
be presented to it. 
The committee named Orville A. An- 
A. R. Edmisten, 
and George Davies as the 
to make five ‘ad- 


H. W. Noble 
five speakers who are 
dresses each between September and 
June of next year to various industrial 
plant groups in the city. Industrial Sec- 





retary Kelley of the Y. M. C .A. is con- 
ducting a series of talks on different 
subjects, one of these being the virtue 
of thrift. The five men named will be 
expected to discuss this subject in con- 
nection with life insurance. 

It was decided to hoid the first meeting 
of the winter series Oct. 1. 

ee 2 8 

Kansas City, Mo.—Executive and ad- 
visory committees of the Kansas City 
Association were named at a recent 
meeting. Those who make up the ex- 
ecutive committee are John W. Oliver, 
W. Frank Gentry, Charles L. Barbee, J. 
H. Flora and A. D. Bonnifield. The ad- 
visory committee consists of William 
Hughes, L. L. Adams, C. H. Poindexter, 
Daniel Boone, Jr., and George Metzger. 

~ *x* * 

Galesburg, Iil.—The Galesburg Associ- 
ation has elected the following officers 
for the ensuing year: President, Giles 
Keithley; vice-president, J. L. McConnell; 
secretary, F. M. Grigsby; treasurer, L. S. 
Broaddus. Meetings have been  sus- 
pended during the summer months but 
will resume Sept. 9. 


HOLD RALLY AT MILWAUKEE 
Interesting Sales Addresses Feature 
Annual Conference of E. L. Car- 
son Agency Force 





Interesting educational addresses, 
covering the experiences of agents in 
closing difficult sales, overcoming ob- 
jections raised by prospects and gen- 
eral information of value to the aver- 
age underwriter featured the annual 
educational conference of the E. L. 
Carson agency of the Equitable Life 
of New York at Milwaukee. The meet- 
ing was formally opened with an ad- 
dress of welcome by Mr. Carson, agency 
manager at Milwaukee. 

Principal speakers at the first ses- 
sion included W. W. Klingman, agency 
manager for the Equitable at St. Paul, 
followed by W. H. Bender on “Life In- 
surance Needs;” H. A. Rinker on Sys- 


tematic Soliciting;” I. C. Baldwin, 
“Rate Book Practice,” and James 
Brown on “Your Responsibility and 
Mine.” Other speakers were H. A. H. 
Baker, Winnipeg, Can., “Raising Your 
Sights;’ D. L. McWilliams, assistant 
agency manager at Milwaukee, “The 


Human Side of Life Insurance;” F. G. 
Osborne, I. J. Dahle and Gus Harthun. 
R. H. Heartman, agency manager at 
Des Moines, closed with an interesting 
review of an agents’ faculties entitled, 
“Your Assets.” 

The objections raised by the average 
prospect were discussed and properly 
checkmated by the agents, each agent 
chosing a popular objection and dem- 
onstrating how he would overcome it. 
Twenty three-minute talks on “How I 
Closed My Most Difficult Case” were 
given by as many agents. E. L. Car- 
son closed the conference with his ad- 
dress. “Your Agency and You. 


F. E. Dudley’s New Post 


Vice-president and Agency Director 
W. H. Savage of the Great Republic 
Life announces the appoimtment ol 
Frederick E. Dudley as manager of the 
field service department of that com- 
pany. This position has been created to 
meet the need for cooperation 
with the field force in connection with 
the progressive development ot the 
company’s agency organization Mr. 
Dudley will also have charge ot pub- 
licity and will assist Vice-president Sav- 
age in handling the details of the agency 
department. He was formerly with the 
West Coast Life for a number of years 
recently has been connected 
Forbes Lindsay Sales Service 


close 


more 
the 


and 
with 


Tuttle Seeks Governorship 
William E. Tuttle, Jr., commissioner 
of banking and insurance of New Jer- 
sey, is a leading candidate for the Demo- 


| cratic gubernational nomination in that 


state. 


Williams on European Trip 


Vice-President Charles F. Williams 
of the Western & Southern Life, and 
Mrs. Williams are on a European trip. 
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ACCIDENT INSURANCE 
AND ITS ADVANTAGE 


Many Agents Overlook the Oppor- 
tunity of Adding to Their 
Commissions 


MAJ. CROWLEY’S ADDRESS 


Tells the Field Men Some of the Fea- 
tures of This Branch of 
the Business 


Major John J. Crowley, vice-president 
of the Missouri State Life, who is in 
charge of the accident and health de- 
partment, gave a talk on accident and 
health insurance before the meeting of 
the agency club of that company. A 
year ago the Missouri State Life an- 
nounced the opening of its accident and 
health department. During its first 12 
months it wrote $129,000 in premiums. 
Major Crowley predicts that the pre- 
miums in 1922 from this department 
would be $200,000. Speaking in general 
on accident and health insurance, he 
said: 

Finest Business in the World 

The accident insurance business is un- 
questionably the finest business in the 
world. I make this statement realizing that 
it is a broad one, but I defy any thought- 
ful man to study the subject carefully 
and come to any other conclusion. If you 
men will take the time to inform your- 
selves as to the frequency of accidents 
and disease, you will be appalled at the 


tremendous number of people who are 
killed, maimed or disabled during the 
course of each 24 hours. When you 


consider the record of the sick and in- 


jured, bear in mind that the majority 
of folk in this country are dependent 
upon moderate salaries or wages for 


their very existence, and consider what 
happens when the bread winner of the 
family loses his earning power for even 


so short a period as a month or two. 
There is not only loss of income, but 
heavy bills pile up for medical or sur- 


gical treatment or both, and often times 
the financial strain is such that the 


victim and those dependent upon him 
are plunged into debt from which they 
are a long time in recovering. 


Interesting Statistics 


purpose to recite col- 
umns of gruesome statistics on the 
subject of accidents and disease, how- 
ever, it will undoubtedly interest you to 
know that 10 per cent of all deaths are 
due to accidental causes, that for every 
single death from any cause, there are 
approximately 125 cases of disabling in- 
juries Out of the 125 injured, about 
100 are disabled for than two 
months and nine more sustain injuries 
of a serious nature involving long pe- 
riods of disability. 

When you dwell on 
consider that we are all 
accidental injury during every moment 
of the day and night, you must find 
yourself wondering how anyone eligible 
for accident and health insurance can 
find the courage to be without it. 

Broad Coverage Is Given 

If you are not informed about acci- 
dent insurance and will take the trou- 
ble to inquire into the subject, vou will 
be struck with the unrestricted, broad 
coverage which it provides 

1 Substantial principal 
ments in event of death, 
or limb 

2. Weekly 
disability 
where insured is 


It is not my 


less 


these facts and 
susceptible to 


sum pay- 


sight 


loss of 


indemnity so long 
lasts or 


partially dis- 


payable 
as total 
demnity 
abled; 

3 Substantial lump sum payments in 
lieu of weekly indemnity where claimant 
desires settlement on this basis 

4 Additional indemnity in event of 
hospital or sanatorium 
where a trained nurse is 
lieu of hospital benefits; 

5. Substantial payments to defray ex- 
surgical operations or treat- 


employed, in 


penses of 
ment 

The scope of the coverage is such that 
anticipated and full pro- 


every need is 





LIFE INSURANCE EDITION 





vision made for it. Finally, the cost of 
accident insurance is such that every 
one, even the wage earner whose weekly 
pay is very slender, is able to meet it 


The practice of insuring property 
against fire, theft or destruction from 
any cause, is universal, but from the 


economic standpoint. how much more in- 
dispensable is protection against loss of 
life, limb, sight and earning power. 

Aside from the splendid satisfaction 
because of the. good work he is doing, 
for what is the average insurance agent 
striving? Is it not that he may build 
up a competency? The successful agent 
is a man of energy and enthusiasm, 
satisfied with his job, putting everything 
he has into it, realizing that in the end, 
he will have an estate in the shape of a 
premium account, which will yield him 
an income, large or small, depending 
upon the success of his efforts. 


Can Build Up Fine Income 


Here's where accident insurance 
makes its first appeal to the far-sighted 
agent. Such a man is quick to realize 
that if he is willing to put the neces- 
sary effort and study into the business, 
he will be well repaid. Take the man 
who is able to write $100,000 to $200,000 
per year of life insurance. He will find 
that the writing of $3,000 to $5,000 of 
accident premiums in addition to his 
regular volume of life, can be accom- 
plished with a reasonable amount of 
extra effort and he will be quick to see 
that in a comparatively few years he 


can build up a premium account of 
$18,000 to $20,000, yielding him a reg- 
ular income of $4,500 to $5,000 a year. 


with this income, remem- 
ber there is no time limit to the pay- 
ment of accident commissions. The first 
year rate is continued so long as the 


In connection 


insurance remains in force, and those 
who are inclined to disparage accident 
insurance by comparing the first year 


commission on a life contract with the 
first year commission under an accident 
policy, will do well to consider this point 
carefully. 


Accident Insurance Interviews 


There is another feature of the busi- 


ness that will appeal to you very 
strongly, and that is the lead the agent 
obtains through his accident policy- 
‘holders. There is no question but that 
it is far easier to obtain an interview 
on the subject of accident insurance 


than on life insurance. If you are not 
sure on this score, make the experiment 
on your own account and see if you 
cannot develop more calls into inter- 
views on the basis of accident insurance 


than on the basis of life. If you find 
that it works out as I suggest, would it 
not appeal to you as logical to inter- 
view all new prospects on the basis of 
accident insurance? 
Leads Up te Life Insurance 

If you are successful in your sales 
talk, the accident commission involved 
will pay you for the time spent, but 
there is an additional advantage in that 
you have obtained precisely the infor- 
mation you need to enable you to so- 
licit the man for life insurance. After 
the placement of an accident policy, you 
have a tremendous advantage over 
every competing life insurance agent in 


that you know the insured'’s business 


or occupation, his date and place of 
birth, height, weight, age, the name of 
the beneficiary, the relationship, what- 
ever accident, health or life insurance 
he carries and, finally, you have pretty 
definite assurance that you are not 
wasting your time on an uninsurable 
risk, because the fact that your com- 
pany has issued accident insurance to 
him is a fairly good indication that he 
will be acceptable for life insurance. 
Unusual Cleveland Case 

T. M. Norris, a special agent in the 
William L. McPheeters general agency 
of the Union Central in Cleveland, had 


| the good fortune to write a $50,000 case 


partial in- | 


onfinement, or | 


| son, and Manager EK. 





last week on a man 64 years of age. 
with premium amounting to over $4,000 
Mr. Norris has been in the 
many years, and was at one time 
tary of the Cleveland association. 


business 
secre- 


\ party composed of Warren C, Flynn, 
manager at St. Louis of the Massachu- 
Mutual Life, his wife and their 

i J. Burkeley of the 
St. Louis agency of the Phoenix Mutual 
Life. his wife and their son. has been 
spending the last two weeks in Los An- 
geles visiting friends and seeing the 
sights of Southern California 


setts 





Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 


state for life men of 
general agency caliber. 
=, = 
Contract direct with the 
Company. 
=o 


Over $125,000,000 of in- 
surance in force. 
= 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


W rite direct to the Home Office, 
Springfield, Ill. 























To the Life Insurance 
Agents of New York City: 


The National Underwriter Company’s New York Office 
at 80 Maiden Lane, Room 613, always keeps on hand a 
supply of Little Gem Life Charts, Unique Manual-Digests, 
Anderson’s Selling Points, Slough’s Practical Life Insurance 
Salesmanship, Easy Lessons in Life Insurance, The Medical 
Side of Field Work, Eames Demonstrators, Nash’s Register, 
Insurance Salesman and National Underwriter, (life edition) 
constantly in stock for your benefit. Come in and look over 
the Diamond Life Bulletins, the service of super-salesmen 
and coming super-salesmen. 


Every life insurance salesman visiting the New York 
office will receive a free copy of a pamphlet on “Closing”, 
the contents of which are from the Diamond Life Bulletins. 
This treatise on Closing has been accepted as standard by 
some of the best producers and agency superintendents in 
the country. 


THE NATIONAL UNDERWRITER COMPANY 


80 Maiden Lane, Room 613 


If you can’t come in, call Beekman 5655. 
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HE Mutual Benefit Life Insurance 

Company is a mutual institution, 
founded in 1845 for a distinct social pur- 
pose —the distribution of losses amon 
thousands which to the individual would 
be overwhelming. 


Being a mutual company in fact as well as 
in name, its old policies, by application of 
the principle of retroaction, have been 
madeas liberal as its present-day contracts. 


THE MUTUAL BENEFIT LIFE 
INSURANCE CO. 
of 


NEWARK, NEW JERSEY 


























THE Chicago National Life Insurance Company 
has special inducements for live agents in Illinois 
and in Indiana, advantageous contracts, standard 
policy forms, home office cooperation and the in- 
fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 South State Street Chicago, Ill. 

















MUTUAL LIFE 
Lh GLOB INSURANCE COMPANY 
OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 
Gain in income over last five years 90% 


Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 


The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 


























HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
mths riext birthday to 60 years. : 
ial policies are in full immediate benefit from date of issue. 
policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 


INSURANCE GREAT AID 
TO BUSINESS SAFETY 


Officials of Lincoln, Neb., Banks 
Give Views as to Effect in 
Granting Credit 


FAMILY A PARTNERSHIP 


Father Is Head and Should Protect 
Individual Estate As Well As 
Business by Life Insurance 


business safety is best insured by liberal 
protection in the way of life insurance 
and that such insurance is vastly im- 
portant to a bank where the risk is 
largely taken on moral 


vanced by Lincoln bankers, who were 


iife insurance and to what extent they 
inquired into a man’s holdings along 
that line when he asked for credit. 

Not all of the bankers make inquiries 
with respect to the amount carried in 
all cases, but they regard the possession 
of insurance as a guarantee of the busi- 
ness judgment of the applicant for a 


indebtedness that is of 


of the leading financial institutions: 


of Commerce—In making loans we do 
not always make inquiries regarding life 
insurance unless it is on a large line of 


statement is not as strong as it might 
be. In that case we not only inquire 
regarding life insurance, but we de- 
mand that it be carried and sometimes 
have the bank made beneficiary. We 
are always particular in regard to the 
company in which this insurance is 
placed, preferring a well-established old 
line company, and we surely consider 
iife insurance a very important factor 
in extending credit and making loans. 
The matter of life insurance to officers 
of corporations is not particularly essen- 
tial unless the individual officers or di- 
rectors endorse the paper. We are well 
aware of the fact that it has become a 


nerships and corporations, and this is 
most desirable, for frequently the active 


whom the success of the business de- 
pends, and should he drop out, the busi- 


is established. The insurance could 
then carry the business over the critical 
period and keep it in successful opera- 
tion. 
and 


insurance for family protection 


business safety. 
* 7 7 


W. B. Ryons, Cashier First National 


bank to ascertain the kind and amount 
of insurance carried by our borrowers. 





It has also been quite a factor in loan- 


ling, and we have ofttimes found that 


where there has been partnership or 
corporation insurance, it has helped at 
a time when help was really needed. It 
is also the custom of this bank to carry 
insurance for all of the employes, and 


' while this is not done with the view of 


additional credit risk, it goes to show 


| that we feel that insurance is an impor- 
}tant factor in all well conducted busi- 


| ness. 


| 














* > > 


Edward M. Warner, Vice-President 


Continental State Bank—Life insurance | 
is very important to a bank when the | 
risk is largely taken on moral responsi- | 


very extended practice of life insurance | 
companies to write business for part- | 


Bank—It has been the custom of this | 


LINCOLN, NEB., July 11. — That | 


responsibility | 
rather than collateral are two ideas ad- | 


asked to express their attitude towards | 


loag and a reserve ability to liquidate | 
( nat importance. | 
Here are the opinions of representatives | 


Morris Weil, President National Bank | 


credit and where the customer’s financial | 


bility instead of collateral. I think that 
a family is a large partnership of which 
the father is ordinarily the head. What 
the father has belongs to the entire fam- 
ily pro rata, as set forth under the laws 
of the state in which the family reside. 
He should aim at all times to lease his 
estate without any embarrassment, both 
in the way the records are kept and sui- 
ficient insurance should be carried at 
least to clean up all indebtedness. 


> = = 


| Philip L. Hall, President Central Na- 
| tional Bank—We always inquire as to 
| the amount of life insurance carried by 
| borrower and whether or not the insur- 
ance runs to the estate or to the busi- 
ness. No value is attached to life in- 
| surance as a credit proposition if it runs 
| to relatives or individuals. If it runs to 
the estate or the business it has that 
value. We are aware that life insur- 





|ance is written by business enterprises, 
| corporations and partnerships, and con- 
| sider this of value to the lender, and is 
taken into consideration when granting 
la loan or extending credit. In fact, we 
| sometimes insist upon it. 

* + . 


| KF. E. Beaumont, Cashier Nebraska 
| State Bank—We are insisting more and 
more that our borrowers provide us 
with life insurance as collateral. We 
are very strong for this feature. We 
| make, of course, no direct loans on life 
insurance without other collateral. We 
do find, however, that as additional col- 
\lateral it is very desirable, and I think 
| that individuals as well as corporations 
are coming to realize the fact that in- 


surance from the banker's standpoint 
is considered valuable. 
* * . 


George W. Woods, Cashier Lincoln 
State Bank—We do not have a set rule 
with regard to making inquiry of an ap- 
| plicant for a loan as to the amount and 
| character of his life insurance. Our 
statement blank forms carry this ques- 
| tion, but we emphasize it only in case 
| where the applicant is heavily in debt 
or where we think the success of the 
business depends pretty largely on one 
| man. 

We ojtentimes make loans, however, 
| where the borrower puts up collateral 
|or where the borrower’s statement 
| shows his assets are as good as the as- 
| sets of a life insurance company. In 
| general, we are very much in sympathy 
with the practice of insurance on the 
lives of partners or officers, payable to 
the firm or company, and we encourage 
our customers to carry this form of in- 


surance. 
> a 


Stanley Maly, Vice-president City Na- 


|tional Bank—We consider that every 


or managing officer is the one upon | 
| surance. 


ness might suffer until a new manager | 


Personally, as well as an officer | 
of this bank, I believe strongly in life | 


man should carry some kind of life in- 
If he can afford old line we 
think he should carry that class, and if 
he cannot afford old line then we be- 
lieve he should carry fraternal. It is 


| not our custom to ask the average bor- 


rower whether he carries life insurance 
# not. but in cases where the collateral 
is not sufficient or the margin of col- 
lateral not large enough, and the moral 
risk seems to be good, we do ask about 
the life insurance. We consider the 
paid up value of the policy as an impor- 


|tant feature in determining whether or 


not the loan should be made, and also, 
in some cases, we have an assignment, 
making the bank the preferred benefi- 
ciary in case of death. 

Where an individual or a corporation 
carries life insurance for our benefit or 
for their creditors, it may not have any 
influence in extending credit, but it has 
a great bearing on the case. We con- 
sider insurance for partnerships or cor- 
porations as very desirable with our 
heaviest borrowers. 


The National Underwriter Office 

The New York office of The National 
Underwriter has now been moved to 
613-80 Maiden Lane. Eastern Vice- 
President George A. Watson is in 


’ charge of the office. 
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BUSINESS INSURANCE 


} 
} 


OFFERS WIDE FIELD 


Corporation and Partnership Cases | 
Being Closed Through Use 
of Timely Arguments 


| solution of the concern. 


|their organizations going. 


NEED GREATER THAN EVER) 


Business Executives Generally Appre- 
ciate That They Are Passing 
Through Trying Financial Period 


Agents are finding that 
broad field for the sale of business life 


insurance today. Selling conditions are 


peculiar just at this time. 
have continued to use the ordinary sales 
methods are finding the going rather 
rough. On the other hand, those who 
have sought out new channels of busi- 
ness have in many cases been agree- 
ably surprised. Business life insurance 
has furnished many a life imsurance 
salesman with the bulk of his income 
during the last six months. 

It should not be surprising to 
that considerable business life insur- 
ance is being written at this time. The 
field has never been properly worked. 
Life men as a class have not given 
a great deal of attention to the sale of 
life insurance for business purposes. 
Probably most life insurance men to- 
day if they were to sell a manufacturer 
a $50,000 policy on his own life would 
think they had done a very complete 
job, and would not take up with the 
prospect the question of life insurance 
to cover business contingencies. 


leara 


Makes Good Opener 


have been notably suc- 
business life insurance 


excellent opener. 


who 
the 


Those 
cessful, 
proposal forms an 
The average business man will spend 
some time with a life insurance sales- 
man who has to present a proposition 
relating to the prospect's business, 
whereas the same man might be dis- 
inclined to grant an interview to the 
salestan desiring to sel! personal life 
insurance. Business men draw a 
tinction between a_ strictly business 
matter and one which is of a personal 
character. 

Life insurance men 
argument for business life insurance. 
Business generally is passing through 
the liquidation process just now. Last 
year, the banks were inclined to stand 
behind business institutions generally. 
They backed up the business house 
that was in financial distress. They 
extended comparatively liberal credit. 
Gradually the water is bcing squeezed 
out of the business affairs of the na- 
tion. The weaker concerns are going 
out of business. The barks are press- 
ing down somewhat. They are tight- 
ening up in their credit departments. 
Most business men today know that if 
they get in serious financial embarrass- 
ment, they can expect very little sup- 
port from their banks. Credit limits 
have been reached so far as most banks 
are concerned, 


Situation With Smaller Concerns 


have a _ strong 


This is no ntwstd jbusiness men gen- 
erally. They knéW that banks are en- 
forcing their rules rigidly, and that no 
considerable financial relief can be ex- 
pected from the same bank which last 
year was willing to extend credit. It is 
en this point that the life insurance 
man can hinge his argument for busi- 
ness life insurance. If a concern is run 
by one or two or three important men, 
all of them should be covered by life in- 
surance policies under which the firm 
itself is beneficiary. The loss of an im- 
portant member of a business firm today 
might easily mean a crisis for the or- 
ganization. This is particularly the 


there is a} 


Those who, 


dis- | 


!its home office property, 





case with smaller iiaceaiia If a few 
men are running a moderate sort of 
business, the sudden death of any one 
of them might mean the ultimate dis- | 
The men who | 
are running the small business enter- | 
| prises of the country today must de-| 
|pend upon themselves entirely to keep | 
They can-| 
not expect any outside help. The banks | 
will not assist them. They must put | 

| 

' 

| 

] 


the greatest possible amount of inten- | 
sity into the conduct of their businesses 


and rely entirely upon themselves to 
carry the affairs of the organization | 
through what is admittedly a critical | 
period. 


Greater Need Today | 


It is during times just like these that 
business life insurance is needed the | 
most. When orders are plentiful, when 
business is brisk, when a_ business 
seems to be going forward under its 
own momentum, perhaps the loss of 
the chief executive of the organization 
might not mean a very great handicap. 
Exactly the reverse is true now. The | 
smaller business organizations that are 
limping along in a crippled condition 
depend almost entirely upon the in- 
genuity and resourcefulness of the chief | 
men of the concern. If death sud- 
denly snuffs out the heads cf a small 
business organization, it is almost cer- | 
tain that the concern will not be able 
to weather the storm. This state of 
affairs is known to the men who are 
operating the smaller businesses of the 
country, and the life imsurance man can 
cash in at this time, if he will only 
make an intellige nt outline of what busi- 
ness life insurance can do in the way 
of perpetuating a business institution. 


DEPARTMENT 





IS SUCCESSFUL 





New York Insurance Superintendent 
Reorganizes Affairs of Polish Union 
Fraternal Society of Buffalo 





BUFFALO, N. Y., July 12.—Success- 
ful organization of a fraternal society 
by the New York Insurance Depart- 
ment is revealed in a report filed by | 
F. R. Stoddard, Jr., insurance superin- 
tendent of New York, with John H. 


Meahi, Erie county clerk. It covers the 
organization of the Polish Union of 
America, an unincorporated society, 
which in 1908 established its home of- 
fice at Buffalo and commenced to write 
life and accident insurance without au- 
thority from the insurance department. 

The concern had 17,106 members, and 
assets amounting to $349,836, including 
when the in- 
surance superintendent took possession | 
for reorganization in April, 1919. 

The insurance superintendent imme- 
diately presented a plan for dissolving | 
the society and transferring the mem- 
bers to an incorporated society bearing 


the same name. Out of the total of 
17,106 members, 15,157 accepted the 
plan for reorganization offered. All 


liabilities of the unincorporated associ- 
ation will be paid 100 cents on the dol- 
lar, and its surplus assets will be trans- 
ferred to the incorporated society to 
increase its mortuary fund. The incor- 
porated society is on a safe basis, ac- 
cording to the record of the superin- 
tendent of insurance. 


Minnesota Mutual Convention 


The Minnesota Mutual has the stage 
all set for the next annual convention, 
which will be at Excelsior Springs, Mo.. 
March 28-30. Production of $125,000 | 
of issued business between March 1, 
1922, and Feb. 28, 1923, qualifies for the 
convention trip. By that time the com 
pany fully experts to have _ reached | 
$100,000,000 of insurance in force, so 
that the next convention will be de- 
voted to a celebration of that event. 

Buy the Deitch Annual Digest of Legal | 
Decisions on all branches of insurance 
each year. It comes out in March A 
handsome volume properly indexed, at 
$4.25 per year. THE NATIONAL UNDER- | 
WRITER COMPANY. 








LIFE INSUR: ANCE EDITION 13 














ISN’T IT STRANGE? 








That with so many reputable companies and so much 
tangible evidence on all sides of what life insurance 
continually does, day in and day out, more people do 


s office 


This Company is more than 77 years 


not voluntarily walk up to the captain’s and say, 
“Pll take it!” 
old and yet in all that time I don’t believe one-tenth 
of one per cent have found their way to the captain’s 
office without a pilot in the person of an agent who led 
the way. When we consider the billions in benefits 
that have been paid by all companies in that period 
the indifference of men is strange. But it is justly one 
of our happiest reflections that we of this fraternity, 
while earning our livelihood, are at the same time fac- 
and the 


present in some form 


tors that are forever fighting the Lenins 


Trotzkys of the world—always 


and forever threatening a free social order. 


Let no one be downhearted that our task requires 
sturdy salesmanship and unremitting effort. It is well 


that it is so. 





NEW YORK LIFE INSURANCE COMPANY 
346 Broadway, New York 


Darwin P. KInGsLEY 
President 

















ONE OF THE REASONS for The Shenandoah’s 
Unprecedented Success—The S-0-M-E Policy 


1. $10,000) 
to ORDINARY DEATH 
$4683 f 
2. $20,000  --ACCIDENTAL DEATH 
PER MONTH FOR LIFE IF TOTALLY 
. oe DISABLED 
and 
from i 
£10,000} TO YOUR FAMILY UPON YOUR DEATH 
$14,683 


And matures as an old age endowment. Premiums payable for 
20 years, with four liberal options NOT DEPENDENT UPON EX- 
AMINATION. 
ONLY ONE OF OUR MANY LIBERAL POLICY CONTRACTS. 
We also offer Double and Disability as well as all 
forms of policies (except Term) to women at the same rate as male 
risks. 


OUR STRENGTH—$2.06 for every dollar of liability 


The Shenandoah Life Insurance Co. 


Roanoke, Virginia 
General and District Agency openings in Arkansas, North Caro- 
lina, Virginia, West Virginia, New Jersey, Tennessee, and South Caro- 
lina. a 4 
On Agency matters address—W. F. MACALLISTER, Agency Manager 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have Age Limits from 2 to 60. Policies for substantial amounts (up 
to $3,000) for Children on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, i. e. Annual, Semi- 
annual or quarterly premium plan. Participating and Non-Participating Policies. 


Same Rates for Males, and Females 


Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 























Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 
Write 
E. P. GREENWOOD 


President 
Dallas, Texas 


F. W. GRIFFIN 
Supt. Agencies or 
Houston, Texas 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed— use of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem: of. the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 








More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan, 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295,931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 














| these things; 


SEE BETTER TIMES 
AHEAD OF AGENTS 


Views of Officials of Northwestern 
Mutual Who Made Long 
Trip 


SOUND OPTIMISTIC NOTE) 


Declare That Business Conditions Show | 


Improvement, Although the Situ- 


ation Is Still Abnormal 


During recent months representatives | 


of the Northwestern Mutual Life home 
office traveled throughout the country 
holding sectional meetings of general 
agents. They have visited a number 
of agencies, talked to several thousand 
agents, have interviewed bankers, rep- 
resentative business men, farmers, 
agency and home officials of other life 
companies and therefore, have formed 


rather definite conclusions on business | 


conditions in general and life insurance 
in particular. 


thus gives the views of the officials who 
made the trip. 


Some Pessimism Found 


“There is, of course, a considerable 
amount of gloom and pessimism still in 
evidence. Certain people, including a 
few life insurance men, tell woeful tales 


about poor credit, weak banks, bank- | 
It is | 


rupt farmers, unemployment, etc. 


undoubtedly true that some few busi- | 


nesses are still in very uncertain condi- 
tion. Some have not i i 
dated; others have such large indebted- 
nesses that their fate still hangs in the 
balance. 
the country are 
others. 

“In the main, however, and speaking 
broadly and_ generally, 


suffering more than 


Farmers have cut their 
costs and are getting materially im- 
proved prices for their products. Cat- 
tlemen and the sheep and wool inter- 
ests are benefiting from increased prices 
for their products. Some freight rates 
have been readjusted downwards. Banks 
all over the United States are reporting 
improvement and liquidation of sup- 
posedly ‘frozen credits.” Manufactur- 
ing is increasing in nearly all lines and 
all sections. The stock market has been 
reflecting and discounting both present 
and prospective improvement in gen- 
eral business. Interest rates, indicating 
easier money, are tending downwards. 


the upgrade. 


Business Not Yet Normal 


“Of course it must be remembered that 
business has been very, very sick. The 
patient is improving, but is not by any 
means normal, and won't be for some 
time. Freight rates are still a serious 
matter. Many business men and farm- 
ers are so heavily in debt that several 
normal years will be necessary before 
they can emerge from all their troubles 
Foreign trade is far from healthy or 
normal. Price levels are not fixed 
vet 3ut we are coming through al! 
caution and careful opera 
tion all along the line will make our 
prosperity more sound, healthy and 
real, 

Did Not Feel Full Effect 

“Life insurance never felt the full ef 
fect of the business depression. Busi- 
ness in large quantities has been writ- 
ten right through the slump. Of cov 
our writings did not keep up to the bie 
1920 levels. but the falling off was not 
serious and did not bring the new wri’ 
ings down to pre-war levels. 

“Life insurance men everywhere ar 


“Field Notes,” the house 
organ of the Northwestern Mutual Life, | 


entirely liqui- | 


Then, too, some sections of | 


business has | 
passed the low point and is decidedly on | 


| catching the spirit of the times. They. 
| are optimistic, their mental attitude is 
right. They are capitalizing the re- 

newed business confidence and are using 

| the old obligations and debts that still 

| exist as arguments for life insuranc« 
now. 


Agents are Brushing Up. 


“The older and more experienced men 
are figuratively ‘brushing up.” They are 
examining all the new methods and 
ideas that come to their attention. They 
realize that the pace in business has 
been greatly accelerated and they are 
determined that they will not continue 
using 1914 tools if better 1922 methods 
can be mastered. 

“There are a great many high grade 
new men coming into our ranks, in fact 
this has been true for two years past. 
The general business depression was a 
big help to those agency organizations 
that grasped the opportunity for get- 
ting new blood from lines of business 
| that were especially hard hit. These 
new men are getting really astonishing 
results. They weren’t spoiled by the 
big years of plenty when life insurance 
almost sold itself. They have brought 
| fresh minds and methods to play upon 
the old problems and they are making 
records that attract widespread comment 
and admiration. 


Wanderers are Returning 


“Then, too, there is a small but very 
important group of experienced, suc- 
cessful men who strayed from the fold 
during the stress and turmoil of war 
days. Some went into the army and 
| did not return immediately after being 
discharged, others went into govern- 
| ment service and some into other lines 
| of business that were booming during 
| that period. Quite a few of these men 
| are returning to our ranks. They are 
not only regaining their old positions as 
producers but are establishing new and 
bigger records. : 
“Nineteen Twenty-two is going to 
| be largely what we make it. Action, 
individually and en masse, is the only 
thing needed.” 





Company Is Going Strong 


The Business Men’s Assurance of 
Kansas City has been admitted to 
Washington and will begin an aggres- 
sive campaign to develop that field. It 
was recently licensed in Arizona. This 
makes a total of 22 states in which the 
company now transacts business. The 
records show an increase in life busi- 
ness of approximately 25 per cent over 
June, 1921, and a similar percentage ot 
increase for the first half of the year. 
It shows an increase in accident and 
health business of more than 35 per 
cent for June and 25 per cent for the 
first half of 1922. With the one excep- 
tion, March, 1922, June was the biggest 
month in point of volume the company 
has experienced. 


Minnesota Mutual Record 


For the first six months of 1922, the 
Minnesota Mutual has beaten its 1921 
record by 25 per cent. June 1922 was 
better than June of last year by 45 per 
cent. The company came very near 
equalling during the first six months 
of 1922 the splendid record set during 
the first half of 1920. There can be no 
doubt that the Minnesota Mutual will 
substantially beat its 1922 record dur- 
ing the current year 


Writes Substandard Risks 


The Continental Life of St. Louis is 
now writing substandard business and 
states that on the total business offered 

The com- 
expand the 
underwriting 
create 


about 97 percent is issued 
pany states that it will 
scope of its substandard 
as rapidly as is possible to ; 
groups However, until it does get sut 
ficient business it will have to coimsure 
or reinsure many underaverage risks 

Becker of the Milwaukee 


is con- 


Albert ©. 
general agenev, New York Life 
valeseent at his home in Milwaukee. He 
recentlv underwent 
pendicitis at the Milwaukee 


an oneration for ap- 
hospital. 
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COMMENT ON DIVIDEND ever and as often as the directors may 
elect. Such premium reduction, once 
made, shall be permanent 
PAID-UP ADDITION In 1 f tt Founded 1865 
. “Te - é NS—In lieu of the 
FEDERAL UNION LIFE’S PLAN reductions of premium rates, the insured 
may in writing, elect to apply the value 
of such reductions to purchase paid-up 
President Frank M. Peters of the Com- insurance additions to this policy, com- 
. puted at the attained age of the insured 
pany Makes Interesting Observa- on the same basis as this policy; or to | 
. P reduce the number of premiums payable | 
tions on the Subject under the initial term of this policy. 
After the face amount of this policy 
shall have become fully paid-up accord- 
Announcement was made in a recent | ing to its terms, the company may, as Penna 
issue of THE NATIONAL UNDERWRITER | Often as its oe tenn safely justifies, . 
that the Federal Unior rm . Cin. | increase the amount of insurance pay- es" sa. 
-innati sves = = . — be Cin able at the death of the insured, and any 
b. . gives a Pp Coen FeSUCtION On | increases which may be thus granted > ‘ . ° . = 
non-participating policies in the way of | will be payable in addition to the face Provident Endowments protect against the Economic 
a refund, President Frank M. Peters | of the policy. , . . . ’ > 
| in discussing the dividend system makes poe py Loss caused by the Termination of an insured’s Produc- 
some interesting comments as follows: : “ - : > > T Ww is 
lee eet eae The apparent liberality of this practice ing Power through Death or Old Age. The new Dis- 
ylans on which lif +e vat Mca eread has caused some skepticism as _ to +1: . a — ‘} = } * P d : 
participating and nen net einncd: | whether the company would ever make ability Clause adds protection when the Producing 
. — . “participating, | actual reductions in premiums on old ° , Tp 
ee wate aed mutual and stock, al- | policies, but the present announcement Power is terminated prematurely through Total and 
panes t ng he ‘ - ¢ ompanies — Par- | brings into reality the theory which has . ili ‘ 
ee &, as well as non-participating, | ,een preached. The unusual mortality Permanent Disabi ity. 
' As = rule the initial premium rate f losses of 1918 and 1919 caused a defer- > 
AS @ e ate for > any acti : Pp ¢ a ¥ 7 » 2 rae > > -@ 
participating insurance is about twenty | eM! Of any action but at the annua} Endowments in the Provident mature on the average 
percent higher than non-par, but begin- | ee eee ae . : e - i 
, ~C 8, & revie zy the mortality y : r,s > 9 
ning with the payment of the second or | “\wetente'un various classes of business approximately at 65.- Between 25 and 65 the expectation 
third year’s premium a so-called divi- ay Petes : neato r aa i. ‘ .: : . > , 1c. 
dend or refund of a portion of the excess eee on ay hays tag is that one person will be totally and pe rmanently dis 
log i - “oe re m-ps ¢ » is 7 ‘ - . 2 patente er . . . 
turned, ‘B® BOR-Par Fate Is re-| or prior thereto, which according to their abled for every six persons who will die. 
terms provide for the payment of less : 

Results on Older Policies than twenty years’ premiums. Follow- , . = ~~ C = ia ° m 
in nee ft sae ing is a table at specimen ages of origi- W hen the Disability 1S Total, 90 day s continuance 
An analysis © re results in net cost | nal premiums and the amount to which ° . : re 

attained by a large number of companies | they are now reduced, on the basis of establishes presumption of permanence. Without af- 
over a considerable number of years dis- $1,000: ° ° ° : V ae ~d 
closes that the average participating rate | * ' fecting other policy benefits, premiums are Waived anda 
' yecomes as low as the average non-par | 10 Payment Life . “4° 1: ° *1° 
rate after premiums for about 12 years | ; Disability Income commences which (the Disability re- 
have been paid and the participating rate | = Age Age 35 Age 45 Age 55 _ ‘ ° ‘ Pe « does “22 ce 
usually becomes less in subsequent years | OTiginal ; i naar maining permanent) continues for life and does not cease 
if the insured lives and the company en- | | Premium - $40 58 $48.97 $61.22 $79.64 . : 
joys favorable mortality experience and | Reduction... 1.62 196 245 3.19 when the Endowment Matures. 
high excess interest earnings. | New Prem.. 38.91 47.01 58.77 76.45 
However, the very important fact | eS a in 
should not be overlooked that the ex- 15 Payment Life 
pense of handling the higher premiums premium . 30.02 36.41 46.06 61.92 Fourth and Chestnut Streets 
for participating insurance is much more Reduction .. 1.20 1.46 1.84 2.48 . . 
than the cost of handling the lower non- | New Prem.. 28.82 34.95 44.22 59.44 Philadelphia, Pa. 
participating premiums. Practically all 
States charge a tax of at least 2% on | 10 Year Endowment 
the gross premiums collected within the | Original 
State. Then there is the first year and | : ° 26 
- - ; . 94.5 0.2 
renewal commission to be paid on the ex- | R <A ttng ? — 7 4 ot — 
tra amount of premium and if a company | Ne —“~ cooling 88.13 8880 9059 9627 Organized 1871 
is earning profit it must pay at least the ew Sra. - ate ; asia = e « 
i federal income tax, and possibly excess . © I Co f V 
profit taxes. Needless to say, the over- aS Wear Basewment Li e nsurance mpany Oo irginia 
head expenses in calculating dividends, | Original d. Virgini 
sending individual premium notices and | premium . 59.28 60.31 63.09 71.43 Richmond, Virginia 
making proper bookkeeping entries is Reduction .. 2.37 2.41 2 52 2 86 Oldest, Largest, Strongest Southern Life Insurance Company 
much higher where dividends are in- | New Prem.. 56.91 57.90 60.57 68.57 5 n . 
volved. All of this results in the con- a : Be 3 a Issues the most liberal forms of Ordinary_ Policies from $1,000.00 to 
sumption of possibly one-half of the ex- Premiums Caunet Se lncuse $50,000.00 and Industrial Policies from $12.50 to $1,000.00 
tra premium charged for participation According to the terms of the provi- — 
before dividends can be calculated. sions, premiums thus reduced can never Condition on December 31, 1921: 
The argument of the agent of the par- | be increased, even back to their original 
ticipating company is that the net cost | amount, but, of course, may be further Agmets... 2.2... cece ccc ee erence teneeseeeeeeteeenersesaeeeneaens ee 
will ultimately be lower if the insured | reduced from time to time. It will be Liabilities alae bite ee oh Ce eee ee ae oe ebbesecesecocoococes ; 319930309 
lives long enough and continues his in- | recalled that during the epidemic years Capital and Surplus SSS eee ee SeSesecoceseocseeedescesserccosece . . . : 
surance. On the contrary the non-par | 1918-19 and subsequently, nearly all par- ee cemke bat eeeeneeanswnsnans 214,188,461 .00 
agent advances the logic of paying a | ticipating companies reduced their divi- Payments to Policyholders nathan bs reeaeneoseates 1,897,435 45 
lower premium from the beginning and | dends materially or eliminated them for . . . . 720.705 .42 
saving the difference or investing it at | several years which had the effect of in- Total Payments to Policyholders since Organization............. $27,720, 
interest. As he puts it “keep the divi- | creasing their premiums back to their JOHN G. WALKER, President 
dends in your pocket.” original amount, much higher than non- 
Both Systems Are Good participating. The manner in w hich the 
Federal Union is protected in guarantee- —_—_—__—— a — — — — 
Both systems offer advantages and dis- | ing the reduction to be permanent is | e 
idvantages. Persistent old policyholders | that whenever the reduction in any case q 
in well managed participating compan- | causes the net amount paid to be lower | curl u lla el S are success 
ies have, in some cases, enjoyed net cost than the net premium at that particular 
lower than would have been the case | age and kind of policy, the company will | 
under similar non-participating policies, | maintain a contingent reserve equiva- | WHY ? 
it being true also that those holding | lent to the discounted value of that por- | [| - 
limited payment policies paid-up by their | tion of the future premiums which it The reasons are many \ 
terms continue to share, in some com- l t collect ° O . s Our i i 
punden, tn Ue deture diotetbathon of divi- iene | First r sates are right Third Company is reliable . 
cends to | Second—Our policies are attractive Fourth—Our agents have our co-operation 
S Retort Be aoe inoue ane ee Only One License in Kentucky We can give good men goodjterritory 
i very considerable number of years’ pre- One license issued to an agent here- | Eg oe ~~ Po = 
miums have been paid, find a financial ifter will permit him to sell any kind | . H. Jackson, Supt. of Age 
idvantage by having carried non-partici- | of insurance written by the company by | 
pating insurance It should also be /| which he is employed, according to a SECURITY MUTUAL LIFE INSURANCE co. 
borne in mind that the reduction of or | ruling by Commissioner Ramey of Ken- | BINGHAMTON, N. Y. 
imination of “dividends” has the effect tucky. Heretofore a license was issued | (———————— — —s = a 
f increasing the cost of insurance On | for each individual kind of insurance an | 
the Par plan, whereas increase in Non- igent wanted to handle and he could 
Participating premiums is impossible handle no others no matter how many ° ° 
With the establishment of the Federal | tne company employing him wrot District Managers for 
Union Life a unique method was adopted The license fee under the new ruling | . : 
' and embodied into its policy contractS | wi1) pe $5 Agents selling only indus- | Good Locations in Ohio 
hich possess all the advantages claimed > Senmens oe il be ch _ ’ : : : 
iow ietale mceaetis Gaeaeadl Sty aan te Ge a a a . oe Write the Home Office for further particulars. Here’s an opportunity 
cies are issued at low non-participating ? for a good man to get in on the ground floor with a progressive 
rates, but the following clauses are em- a young Ohio company 
bodied in the policy contracts : | 
H. N, Goddard will become a member 
| Npeanear REDveTIONS —The pre: | ofthe HeReMPrnch general agency ata |! THE GEM CITY LIFE INSURANCE CO. 
ee ‘ . of the Northwestern Mutual Life at Mad- 
; mium rates for this insurance as stated tong Wis. this tt ~ Mr. Goddard for | DAYTON, OHIO 
herein, shall not be increased but the a number of years Was superintendent of 
ompany may reduce such rates when- | ine Chippewa Falls public schools | 
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KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 

















4. OC. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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OBSERVATIONS ON PRESENT METHODS 
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HE MUTUAL BENEFIT LIFE 

gives some observations on pres- 

ent day sales methods that are of 
interest. It says: 

From 1908 to 1920 inclusive the life 
insurance business sustained a steady 
progress, from year to year, in new 
business issued and amount of insurance 
in force. The increase in 1919 over 
1918 in issued business was nearly 80 
percent. In 1920 the momentum slowed 
down. A period of economic readjust- 
ment set in and business of all kinds 
reacted sympathetically. The depres- 
sion has about run its course in most 
sections of the country. To be sure a 
great many people have suffered 
severely and many of them are still in a 
lethargic condition. Forward looking 
life insurance salesmen, however, are 
awakening to the fact that a new busi- 
ness era is dawning and that, as always, 
“it is the early bird that catches the 


worm.” 
7 * * 


It would save a great deal of worry 
and distress if it were possible for peo- 
ple generally to disregard the tempo- 
rary “ups and downs” of business activ- 
ity and base their business programs 
and expectations on three to five year 
averages. Long views of life lend sta- 
bility to the outlook and calmness to 
the judgment. The man who adequately 
protects his family and his business 
through life insurance is the man who 
can “ride” financial storms without 
fear. 

. - 7 

There are 110,000,000 people in our 
own United States. They must all eat, 
drink, find shelter, buy clothing and 
other necessities of life. The fact that 
there is a so-called buyers’ strike shows 
that people are in the mood to save. 
They have gotten over their spendthrift 
spree and are buying cautiously and 
saving carefully. In times like these is 
it not advisable to emphasize especially 
the savings features of insurance? 
Every man is interested to some degree 
in the accumulation of property, in the 
building of am estate. There are many 
ways of doing it, but there is only one 
sure way that death cannot defeat—Life 


Insurance. 
* 7 * 


In discussing new business possibili- 
ties and expressing the conviction that 
it is possible to do a satisfactory busi- 
ness at the present time, there is no 
thought of minimizing the difficulties 
that must be faced in life insurance sell- 
ing at the present time. The daily suc- 
cessful experience of many agents indi- 
cates that intensified cumulative effort 
among selected prospects is resulting in 
a highly gratifying volume of business. 
The men who are working to definite 
program are having no cause to com- 
plain. 

> * * 

There is another angle to the present 
life insurance situation. A great many 
people have gotten the worst of high 
pressure real estate deals, oil stocks, 
“war baby” industries, etc. They have 
bought things from over-sanguine if not 
dishonest promoters that promised 
wonders and accomplished little or 





nothing and are disappointed and dis- 
illusioned. They have tightened their 
purse-strings and have hed enough 
speculation for awhile. Many of them 
have savings bank accounts and have 
held fast to their liberty bonds and be- 
cause of the unsettled conditions have 
gotten into the habit of saving rather 
than spending. Let it be clearly under- 
stood that we are not trying to get 
people to spend money but are en- 
couraging clients to save money 
through life insurance to cover their 
needs in life, to accomplish their pur- 
poses in life, to create an estate or to 
certainly see that their children have 
the education to which they are en- 
titled, regardless of the exigencies of 
the future. Salesmen who have not al- 
ready done so will find it profitable to 
revamp their sales talks along this line. 

The new era in business will require 
thought, planning, energy, service. It 
merely means that in the future we 
shall have to take the experience gained 
in the past and use it to the utmost 
advantage. 

* * * 

Not only does the new business era 
call for new methods in life insurance 
selling but it has already reflected itself 
in the selling methods of other lines of 
business. According to the Dartnell 
Corporation of Chicago, which is a 
clearing house for business ideas, the 
Shaw-Walker people, for example, 
stopped selling their filing cabinets 
when the prices began to drop, but 


| instead gave their men special coaching 


| 





in selling filing systems. The men were 
taught to go into a prospect’s office and 
lay out a complete system. S. L. Tur- 
ner, in charge of this work says: 

“The best way I know to sell a thing 
against competition is not to sell it at 
all, but instead to sell the satisfaction 
and advantage to be had through the use 
of the thing or through the service of 
the salesman or the guarantee of the 
house he represents or better yet 
through all three together. In other 
words, I would sell usefulness. The 
usefulness of the thing, my own use- 
fulness, and the usefulness of the house, 
and what buyer is qualified to set a 
price on such an offering.” 

Yes, a new business era is dawning. 
We are awakening to the fact that there 
is a wonderful future before us. Al- 
ready American ingenuity and_ re- 
sourcefulness is devising ways and 
means to overcome the economic inertia 
of the past eighteen months. The crop 
of new ideas born of such determina- 
tion is bound to lift the country out of 
its slump. May it not be regarded as a 
guarantee of better times in the near 
future? 


Philadelphia Life’s Record 


Business submitted in June by the 
field force of the Philadelphia Life in 
honor of President Clifton Maloney ex- 
ceeded $2,500,000. Forty-five field men 
qualified for the honor roll. Of the total 
production $800,000 was contributed by 
45 members of the Philadelphia Plico 
Club. The annual outing of the club 
will take place on July 17 at the Llan- 
arch Country Club. 





W. W. LANE, Secretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 
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-of one or two men.” 
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NEW ORLEANS FOR IT 


BANKS AND LIFE INSURANCE 








Strong Endorsements of Business In- 
surance Given by Financiers in 
That City 





The views of bank officials in Chicago | 
and other large banking centers on the 
matter of life insurance as a factor in 
credit and the granting of loans, as 
published in recent issues of THe Na- 
TIONAL UNDERWRITER have been of special 
interest to life underwriters and espe- 
cially those specializing on business in- 


surance. One of these underwriters, 
T. A. Kercheval, city sales agent in 
New Orleans, La., for the Pan-Amer- 


ican Life, noting with interest the gen- 
eral approval of business insurance by 
banks in other parts of the country, 
sounded out the banks in his own city 
and has offered THe Nationa Unper- 
WRITER his findings. It is apparent that 
the New Orleans bankers, as those in 
other cities, are whole-heartedly in fa- 


vor of life insurance and look for this | 


feature when granting a man or a busi- 
ness concern credit. 


Pe Symposium of Value 

Mr. Kercheval points out that these 
symposiums on bankers’ viewpoints are 
of great value, as business insuiance is 
still a question of educating the busi- 
ness men, as many of them have never 
taken time to analyze the greater bene- 
fits of life insurance, and these quota- 
tions of bankers themselves can be 
utilized in focussing the attention of 
many on this feature. The reading of 
Chicago and Detroit views has had a 
good effect in New Orleans and Mr. 
Kercheval believes that the views of 
officials of five of the leading banking 
institutions in his city will have an 
equally good effect on those in other 
sections. 

The general attitude of approval on 
the part of the bankers is well expressed 
in the words of :R. S. Hecht, president 
of the Hibernia ‘Bank & Trust Com- 
pany, who said: 

Favors Business Insuraace 


“No one is in a ‘hetter position to 
know the ups and downs and the suc- 
cesses and failures which constantly oc- 
cur in business life than a banker, and 
perhaps it is for that -reason that busi- 
ness insurance has always been looked 
upon with special favor by people who, 
like ourselves, deal in credit. 

“We have -so often seen active busi- 
ness men engaged jn large affairs die in 
the midst of their activities, that in 
granting credit we feel mmch more se- 
cure if the lives of the principal parties 
to the business are insured in favor of 
each other or in favor of the ‘business 
itself. 

“It is because of our experience along 
these lines that we always recommend 
life insurance for the protection of part- 
ners and of corporations who depend 
for their success largely upon the efforts 


Valuable Credit Asset 


J. P. Butler, Jr., president of the Ca- 
nal-Commercial Trust &- Savings Bank, 
expresses his approval as follows: 





“It is an undisputed fact that the ex- 


ecutive officers of a successful corpora- 
tion, or the senior members of a com- 
mercial partnership, are the brains of 
the organization, and their loss, through 
death, in many instances affect the earn- 
ing power of such business. 

“For that reason we look with con- 
siderable favor on business insurance on 
the executive heads as a protection 
against such eventuality. In analyzing 
the statement of such a firm we would 
consider this insurance a valuable asset 
from a credit standpoint.” 


Helps Expand Business 


The value of life insurance in streng- 
thening credit is given by J. E. Bouden, 
Jr., president of the 
National Bank, as follows: 

“We have 

tion-partnership insurance is of great 
value in strengthening credit, because 
the executive officers are valuable mem- 
bers and are usually the most important 
part of a business and the most difficult 
to replace in the event of loss through 
death. 

“In addition, the 
built up through insurance policies are 
of inestimable value for the purpose of 
expanding a business or assisting a busi- 
ness house in time of stress.” 


Has Two-Fold Value 


Lynn H. Dinkins, president of the In- 
terstate Trust & Banking Company, 
gives the two-fold object of business in- 
surance as follows: 

“Partnership-corporation business in- 
surance affords protection which I be- 
lieve is very desirable. To my ihind, 
this kind of insurance 
object, it strengthens business by pro- 
tecting its commercial lines when en- 
dorsed by the chief officer of a firm or 
corporation, and in case of his death it 
is an additional resource which insures 
the growth of the business and the value 
of its stock during a reconstruction per- 
iod naturally following the 
ment of a new executive or manager. 

“Insurance of this kind should not be 
temporary, it should be of a permanent 
and substantial character.” 


Has Business Policy Himself 


L. M. Pool, 
Bank & Trust Company, 
such a policy himself, said: 


“I cannot too highly recommend part- | 


nership-corporation insurance, covering 
the lives of important executives. Banks 
always feel better protected when such 
insurance is carried, especially if the 
insured is more than ordinarily a fac- 
tor in the success of the firm or cor- 
poration. The business of many firms 
and partnerships has been successfully 
tided over after the death of such a fac- 
tor by the ready cash accruing from the 
payment of such insurance. 

“*The proof of the pudding is in the 
eating.’ I am carrying 2 round amount 
of insurance myself in favor of the Ma- 
rine Bank & Trust Company.” 


Postpone Continental Examination 


The convention examination of the 
Continental Life of Missouri, which had 
been scheduled for July 5, has been 
postponed until a later date. The com- 
pany has recently moved its home office 
from Kansas City to St. Louis and felt 
that it was mot sufficiently settled down 
to undergo an examination at this time. 
It therefore made a request for post- 
ponement, which was granted. 





Whitney-Central | 


recognized that corpora- | 


reserves which are | 


has a two-fold | 


establish- | 


president of the Marine | 
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OUR MAY BUSINESS was 167% 
as large as in May last year 





HERE ARE SOME REASONS WHY— 


The Company has issued a New and Very Liberal Total 
and Permanent Disability Clause providing immediate 
benefits, a monthly income of 1% of the face of the policy, 
disability presumed to be permanent after ninety days 


A new Policyholders’ Health Service. 


A New Rate Book offering many special policies—Chil- 
dren’s Educational Funds, Old Age Pension Contracts (written 
without examination), Old Age Endowments, A Twenty Pay 
Special Business Protection Policy which at age 45 calls for a 
premium of $33.51—and many others. 

We have a few choice openings in new territory. 


The Minnesota Mutual Life Insurance Company | 
SAINT PAUL 


Address in confidence O. J. LACY, Vice-Pres. in charge of Agencie 














Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 
Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 
325-331 Title Guaranty Bidg #1 Dallas County State Bank Building 
St. Louis, Missouri Dallas, Texas 


Mgr. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Directer 























‘ 
SAINT PAUL MINNESOTA | 


Do yeu want to locate in the Northwest? Wecan offer you |} 
liberal contracts in Minnesota, North Dakota or South Dakota. 


Write Us 


J. IVAN RHEA, Supt. of Agents | 


A. M. MIKKELSON, Secy. 


























Insurance in Force $75,000,000 


| Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 


and PROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. Disability Income 


and Double Indemnity Provisions. 
THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE ao eee SUCCESS 


For Agency Openings Address: 


MUTUAL TRUST LIFE INSURANCE COMPANY 





EDWIN A. OLSON, PRESIDENT 


Assets $7,512,613.17 


Surplus $635,128.94 
A special low premium BUSINESS 


AND PERMANENCE OF MUTUAL TRUST 


GILBERT KNUDTSON, 


Vice President 


Home Office, 30 N. La Salle St., Chicago, Ill. 
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Would you see 
an insurance 
salesman ? 


THAT question was put to 100 
executives in New York City by 
aman whose own firm’s card won 
him admittance in every case. 

66 of the 100 said “ No!” 

’ Such an attitude on the part 
of the public explains why the 
average life insurance salesman 
must make from 9g to 40 calls 
before closing a contract. 

It only emphasizes the vital 
need for national educational 
work in creating a new public 
attitude toward insurance. 











The insurance salesman’s call 
should be welcomed with the cor- 
diality that one extends to his 
lawyer or his financial adviser. 

It seems safe to predict that it 
never will be—until the present 
barriers of ignorance and hostil- 


ity have been broken down. 


J. WALTER THOMPSON 
COMPANY 
Advertising 








TOTAL AND PERMANENT 
DISABILITY PROBLEMS 


Many Company Officials Feel This 
Coverage Is Being Written 
Too Liberally 


DANGER OF MORAL HAZARD 


Lack of Uniformity in Settlement of 
Claims has Brought About Un- 
satisfactory Situation 


As life company officials examine and 
analyze the enormous volume of busi- 
ness written during the last two years 
they are struck with the fact that life 
companies are acquiring a very sub- 
stantial amount of total and permanent 
disability business. The conviction is 
growing that companies should adopt 
some restrictive measures in the writing 
of total and permanent disability lines. 











@ We write only one 
, Agency contract 
for all agents. It 
is described in a 


little booklet 
which you may 
have for the 
asking. 


Nat hwnaly* 
neurance pany) 


Heme Office, Madison, Wis. 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had requested 
information. In 1921 this service, and 
Fidelity's original ic contracts, 
brought us within 7% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 


PHILAD 
Welter LeMar Talbot, President 

















Officials of the large eastern life com- 
panies are especially strong in the belief 
that there is a danger of accumulat- 
ing too much total and permanent disa- 
bility business in connection with the 
writing of regular life lines. 

Is Now Real Problem 


One executive who has given this 
question rather deep study says, “This 
thing was no problem at all when we 
first started writing total and perma- 
nent disability insurance. Then the 
great bulk of our business did not in- 
clude the total and permanent disability 
clause. Nowadays, practically every 
policy we write has this feature at- 
tached. It means that as time goes on 
the large majority of our business will 
be written with the total and permanent 
disability clause. 

Have Written Freely 


“We have given no study to the pos- 
sible results of total permanent and 
disability claims. Every company has 
written the business chiefly because of 
the competition of other companies. 
There are hardly any reliable statistics 
on total permanent and disability losses. 
We have written the business freely, 
and with little regard to the fact that 
later on we might pile up a high loss 
ratio through heavy claims under the 
total and permanent disability clause.” 


Few Companies Holding Down 


Another life executive who favors a 
more careful writing of total and per- 
manent disability insurance submits this 
comment: “There are a few companies 
that will not write over $25,000 total 
and permanent disability insurance, irre- 
spective of the amount of the life policy. 
Others go so far as to hold down the 
amount of total and permanent disabil- 
ity coverage to the point where the 
assured’s combined total and permanent 
disability insurance will not produce an 
income in excess of $250 a month. These 
companies are the exceptions. In the 
great majority of cases an applicant for 
life insurance is simply asked whether 
he wants the total and permanent dis- 
ability coverage included, and if he re- 
plies in the affirmative, the policy is 
written with the total and permanent 
disability clause. The company allows 
the business to go on the books without 
any thought as to a possible moral 
hazard in connection with the total and 
permanent disability feature. This is 
the ordinary procedure with most life 
companies. 
Should Consider Moral Hazard 

“It should be recognized by life com- 


panies that it is quite possible for a 
man to have too much total and perma- 


the same policies, he has not too much 
life insurance. Life companies should 
not comfort themselves with the thought 
that .all of the moral hazard in the in- 
surance business is in connection with 
casualty insurance, automobile insur- 
ance or fire insurance. The same peo- 
ple that buy these forms of coverage 
and are regarded as poor risks from a 
moral standpoint also buy life insur- 
ance. It should be seen that the un- 
scrupulous and acquisitive policyholder 
can quite easily defraud the life com- 
panies in which he is insured if a large 
amount of total and permanent disabil- 
ity coverage is carried. 


Casualty Companies More Cautious 


“The casualty insurance companies 
view this overinsurance question in a 
very sensible light. They make very 
definite inquiries as to how much other 
disability insurance the applicant car- 
ries. They do not care to write a policy 
for a man who carries more than $50,- 
000. All of their contracts provide that 
in the event of a loss, the claim shall 
be prorated among all of the companies 
in which the policyholder is insured. 
The total and permanent disability 
clauses of the life companies contain no 
such provision. The policyholder is 
granted a flat amount of total and per- 
manent disability coverage, which the 
company must pay in the event of the 
policyholder being permanently dis- 
abled. Insured in this manner, it is 
quite possible for a policyholder to col- 
lect a liberal amount from the various 
companies in which he has purchased 
protection. 


Creates Undesirable 


“This method of writing total and per- 
manent disability insurance simply in- 
vites trouble. It makes it easy for a 
policyholder to defraud the companies. 
It creates a condition that was never 
contemplated when the writing of total 
and permanent disability coverage was 
first begun. We must now face the fact 
that with practically all companies in- 
cluding this feature in their policies, 
complications are arising that were 
never dreamed of when companies first 
began to attach the total and permanent 
disability clause to their contracts. The 
question of over-insurance, the moral 
hazard, and the generally undesirable 
situation brought about in many in- 
stances by the writing of total and per- 
manent disability insurance are real 
problems worthy of the most serious 
consideration.” 


Condition 


Loose Claim Settlements 


The vice-president of a medium-sized 
life company that is writing a very sub- 
stantial volume of business said: “The 
manner in which total and permanent 
disability claims are settled indicates 
quite clearly that the companies have, 
up to the present time, failed to regard 
this particular feature of the policy con- 
tract in a very serious manner. There 
seems to be no well-defined method of 
handling total and permanent disability 
claims. What constitutes total and per- 
manent disability? This has never been 
decided. As a plain matter of fact it 
must be admitted that the companies 
settle these claims in a very haphazard 
and unscientific way. This might be 
dismissed without further comment were 
it not for the fact that the settlement of 
a claim of this kind is not a matter that 
is confined entirely to the company 
making the settlement. I will explain 
what I mean. 


How Over-payment Is Possible 


“Suppose our company issues a $1,000 
policy containing the total and perma- 
nent disability clause, and that another 
company issues to the same man a $50,- 
000 policy containing the total and per- 
manent disability provision. After a 
time the assured makes a claim for 
total and permanent disability. We 
make a brief and cursory examination 
of the case, and decide to pay the claim, 
and, in fact, do make payment. The 
company carrying a $50,000 policy has 
a great deal more at stake. It conducts 











nent disability insurance, when, under 


a very though investigation of the case 





| 





and decides that there are not sufficient 
grounds for a claim. Yet we have paid 
our claim, and the significance of our 
action in the matter is such that the 
company with the $50,000 policy is just 
about compelled to follow our lead. This 
is unfair to the company with a $50,000 
policy. Suppose, for instance (and this 
is not a remote contingency), we might 
have it in for the company carrying the 
$50,000 policy, and might, for any num- 
ber of reasons, want to see them pay 
out $50,000 when it would only cpst us 
$1,000 to have them do it. It is quite 
possible to conceive of a keen rivalry 
existing in the territory in which the 
claim might be filed. Can’t you see that 
a condition of this kind is highly un- 
desirable and conducive to a high loss 
ratio so far as total and permanent dis- 
ability claims are concerned?” 


Time for Uniform Action 


Companies as a class are coming to 
the conclusion that the time has ar- 
rived for more uniform action in the 
writing of total and permanent disabil- 
ity insurance, and certainly for greater 
uniformity in the settlement of total 
and permanent disability claims. It is 
almost universally conceded that com- 
panies cannot continue to pursue their 
individual courses in the handling of 
this phase of the business. Until now 
companies have simply felt their way 
along, have acquired their own experi- 
ence and followed the dictates of their 
fancy. As a result, too much total and 
permanent disability insurance has been 
issued to policyholders not entitled to 
it, and total and permanent disability 
claims have been settled on entirely too 
liberal a basis. It is the opinion of a 
majority of life insurance officials that 
the companies should get together on 
this question and devise some plan for 
writing total and permanent disability 
coverage on a more scientific and satis- 
factory basis. 


—_— 


Minnesota Mutual Leaders 


Sam R. Weems, general agent of the 
Minnesota Mutual at Dallas, Tex., led 
the entire field force in June with a per- 
sonal production of over $130,000, in 
addition to which Mr. Weems had to 
take care of his agency work in an or- 
ganization that had a production of over 
$650,000 of business during the month. 

The A. O. Eliason Minnesota agency 
of the Minnesota Mutual kept up its 
stride of better than $1,000,000 a month 
production during June. 


Danger in New Oregon Law 


C. S. Samuel, general manager of the 
Oregon Life, is calling attention of in- 
surance interests in that state to the 
proposed income tax measure to be 
voted on in Oregon in November. The 
measure will be a body blow to the in- 
surance business, along with a lot of 
other businesses, Mr. Samuel points out. 

If passed the measure would tax all 
insurance received by non-legal depend- 
ents. It would also tax all insurance in 
excess of $10,000 received by legal de- 
pendents. 


Miss Emilie Marot Rogerson, daugh- 
ter of W. L. T. Rogerson, vice-president 
of the Life Insurance Company of Vir- 
ginia, will be married July 19 to Capt. 
Walton Whittingham Cox, U. S. A., who 
is stationed at Fort Bliss, Tex. 





Agency Manager 
WANTED: Manager for Agency 
Department of Thoroughly Estab- 
lished High Grade Life Insurance 
Company. Wonderful opportu- 
~ for an experienced man who 
is looking for advancement and 
&@ permanent connection. All 
answers strictly confidential. Ad- 
dress B-32, care The National 
Underwriter. 
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LAWRENCE REVIEWS 
BUSINESS PROSPECTS 


(CONTINUED FROM PAGE 1) 
to this cause. Again, looking at the 
same proposition from the positive side, 
many business men have been greatly 
impressed with the tremendous influ- 
ence of business life insurance in stabil- 


zing business. Never before did men 
voaline how much insurance was in force 
until this period, Never before has the 


business world realized what a stabil- 
izing factor insurance companies with 
their enormous assets are. 

“The 1922 Missouri State Life man 
will build his chent’s insurance estate 
with the idea of its rendering him the 
most service. rhat is not done by 
selling the most insurance possible on 
a lump sum basis or on an income basis. 

“You should provide LUMP SUM in- 
surance for immediate needs, such as 
payment of debts and funeral expenses, 
business needs, inheritance taxes; and 
INCOME INSURANCE for the wife 
and children. And you have only part- 
ly covered your client’s needs when you 
have done that. 

“Ninety per cent of the men engaged 
in active business today fail to reach old 
age with a competence. Provide IN- 
COME INSURANCE AT AGE 65 
That is as important in nearly every 
case as an income beginning at death, 
for an old man with no income will be a 
liability to his family rather than an 
asset, and more alive than dead. 

“When each policy sold to your client 
is for a particular need and he so un- 
derstands, you will find your lapses re- 
duced to a minimum and the volume of 
your business and your income largely 
increased. 

The Group Approach 


“Group insurance is a_ successful | 
method of approach and a feeder for the | 


successful 1922 life insurance man. 
Chere is no better way of making your 
company well known in your commun- 
ity than having a group policy in one or 
more of your well-known financial or 
industrial institutions. There are no 
better prospects for additional insur- 
ance than the employes who are already 
covered by group insurance by their 
employer. You have no better pros- 
pects for business and personal insur- 
ance than the executive of institutions 
whom you have covered. 

“Group insurance was just coming 
into its own before the war. Employ- 
ers were thinking along the lines of 
what they could do for their employes 
to break down the barrier between em- 
ployer and employe—to break down the 
old barriers of misunderstanding and 
distrust and to bring about a spirit of 
cooperation and understanding. Many 
of them had come to the conclusion that 
group life insurance, group disability in- 


surance and pensions would do more | 


than anything ever before suggested. 
Has Proved Its Value 

“If the war had not come on, there 
would have been a tremendous develop- 
ment in this country along the lines of 
group insurance. While a tremendous 
amount of group insurance was written 
during the war period, my own opinion 
is that its real progress was hindered 
rather than helped, as the group busi- 
ness that was bought very largely was 
bought in a hit-or-miss way, as other 
things were bought at that time, and as 
money was thrown around for bonuses 
or any kind of welfare work. In spite 
of that, group insurance has proved it- 
self, as shown by the fact that employes 
who took on group insurance have kept 
it, although they have dropped their 
bonuses and in many cases all other 
forms of welfare work. That is the 
one thing they have kept, and that is 
shown by the fact that during the per- 
iod of depression group insurance has 
not only not lapsed in any great amount, 
but has increased. 

“Now, with normal conditions return- 
ing, employers are again interested in 
group insurance from real deep motives 
of interest in the efficiency and welfare 
of their employes, and in my opinion 
the next few years will see a tremend- 
ous expansion in this form of protec- 
tion. 
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45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Careful Selection Efficient Management No Rebating 

No Foreign Business Liberal Policy Contracts No Twisting 

Insuring Only Males Low Expenses Civil Service for Agents 
Low Death Rate Purely American Clean Business Methods 


Purely Mutual 


Safe Investments No Brokerage Low Net Cost 
THE NORTHWESTERN MUTUAL 
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Milwaukee Cc O Vi Pp A N Y Wisconsin 











STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has shown steady and consistent growth. 
Is progressive in every detail which is for the benefit of its policyholders and their beneficiaries 
prog ) I ) 
A Home Office organization trained to render efficient service to policyholders and field force. 
e 2 
An agency organization that is capable, and loyal, happy in the knowledge that the protection and service furnished by 
its activities are unexcelled. 


B. H. WRIGHT, President. D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 











A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 


represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 
N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 1, D. WALLINGTON, Supt. ef Agents 

















THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO.), inoranapotis 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and femiliar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build « real life insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
M yeu want to be affiliated with an institutien that has real red bleod in its veins—that has all the elements ef growth and permanency — 


Tell us where you want to work 
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REVIVAL OF INTEREST 
IN LIFE INSURANCE 








Home Offices Find that the Men 
in the Field Are Coming 
Back 


INHERITANCE TAX TALK 


Salesmen Are Taking More Interest in 
the Use of Insurance in 
Financing Plans 


NEW YORK, July 11. 
men of life companies say that there 
seems to be revival of interest in life 
insurance, more business is being writ- 
ten and more large policies are reported. 
The life insurance men that are using 
their opportunities to the best advan- 
tage are “coming back.” The men who 
are working hard, who have revised 
their prospect list, who are seeking out 


Home office 





THE NAT ‘ION AL UNDERWRITER _ 


those that are sain and whose in- 
comes have not been affected to any 
great extent by the slump, are having 
no difficulty in writing a comfortable 
business. 

Undoubtedly the farming 


have been badly prostrated. However, 


July 13, 1922 








sections | 
| beginning of the new 


with new crops coming on, the farmers | 


are in better frame of mind. The banks 
seem to be easing up a trifle. The 
farmers in time will get back on a nat- 
ural basis. Many of them went into 


debt in buying farms and making other | 


‘hey are caught in 


not able to 


purchases. 
crash and are 
obligations. 


Inheritance Taxes 


Undoubtedly the inheritance and es- 
tate tax provisions of the federal and 
state government form a big talking 
point in canvassing for life insurance. 
The tendency of the times is to in- 
crease this tax. In many legislatures 
during the 1921 season changes were 
made in inheritance tax laws and in all 
cases there was a higher tax or a re- 
duced exemption. Life insurance men 
who are able to interpret the inheritance 


laws and who can work out a ee ag 
| assets. 


to protect an estate find no difficulty 

getting an audience. Some agents fm 
clare that they can do more in connec- 
tion with life insurance to provid» 





funds | 


the | 
meet their | 
|an estate of 


| at his death. 


to pay the ascii. year’s income tax 
than they can with inheritance tax. For 
example, take a man who is enjoying a 
comparatively large income. He dies 
toward the end of the year. His estate 
will have to pay the iticome tax at the 
year. Thinking 
therefore, of 
provision to 


men see the desirabiiity, 
making ample insurance 
meet this demand. 


Demands on an Estate 


One of the big talking points today 
in connection with soliciting life insur- 
ance, especially where a man is leaving 
any consequence, is the 
demand that will be made on the estate 
If he comes within the 
range of the federal or state inheritance 
or estate tax, he cannot escape it. It 
must be paid within a certain time. 
There will be expenses in connection 


with administering of the estate that 
will have to be met. There will prob- 
ably be immediate personal demands 


on part of the family, which will have 
to be provided for. All this means a 
drain on the estate. In order to raise 
ready money the best securities must be 
sold because they are the most liquid 
This, therefore, weakens the 
estate materially. Therefore, in taking 
up with a man the subject of insur- 
ance, the life insurance agent 
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ascertain just what provision has been 
made to pay the previous year’s income 
tax, the inheritance tax, the funeral ex- 
penses, private expenses, the administra- 
tion expense, legal expense and so on. 
Here is where insurance comes to the 
rescue of a man who is interested in 
carrying out his protection program and 
keeping his estate intact. No rigid 
rule can be laid down, but each case 
has to be treated individually. With the 
increasing exactions as to inheritance 
taxes the creator of an estate must 
realize the conditions confronting him. 


Creation of an Estate 


A general agent said today that the 
men who are working with the people 
of larger income and who are creating 


an estate of some size, must make a 
special study of these demands that 
will be made upon the estate directly 
after death. This general agent said 


that in making out a financial program 
for a prospect, he recommended that 
an estate be created in different ways. 
He certainly would not overlook an es- 
tate created by contract such as life in- 
surance. Most men desire to own stocks 
and bonds, real estate or other secur- 
ities. These more tangible possessions, 
therefore, should be properly protected 
by life insurance. If a man has worked 
hard, saved and been thrifty,, only to 
have his possessions sacrificed in the 
way of taxes or administration expense, 
his efforts have gone very much for 
naught. While comparatively little life 
insurance is sold for inheritance tax 
purposes, the subject does offer an op 
portunity to life men to approach a 
prospect, explain the situation and thus 
get him interested in insurance in a 
way that he was not before. 


LINCOLN COMPANY’S BIG DRIVE 








Bankers Life of Nebraska Gets $1,300,- 
000 New Business on Anniversary 
Campaign havent In June 


The Bankers Life of Lincoln put on 
an anniversary campaign in June that 
added a total of $1,300,000 of new busi- 
ness to that already on the books. 
This is the largest month the company 
has had since September, 1920. The 
Bankers Life was 35 years old in June, 
and it was planned to celebrate this by 
a drive for new business. A numbered 
application was sent to every agent of 
the company in the 17 states in which 
it is authorized to do business. This 
included not only the regular agents, 
but all of those listed as agents who 
write insurance under a contract as a 
side line to their activities as bankers, 
real estate men and the like. Many of 
these had been producing but irregu- 
larly in the past months. It was sug- 
gested that the signed application would 
be acceptable as a birthday present to 
the company. 

President Howard S. Wilson says 
that the response was excellent and that 
many who had not been heard from in 
weeks responded with one or more ap- 
plications. All of the regulars, of 
course, dropped into line. 

The Bankers Life now has in force 
over $95,000,000 of insurance. Last year 
it wrote over $8,000,000 new business, 
half of which is in its home state. The 
bulk of the business written is in Ne- 
braska, Iowa and Kansas. 


Bookstaver Agency’s Record 


The Joseph D. Bookstaver agency of 
the Travelers in New York City has 
established a new record by producing 
nearly $3,000,000 of life insurance in 
June. 

Life Notes 
Barnes of South Weymouth, 
Mass., has been appointed by Governor 
Cox a trustee of the general insurance 
guaranty fund of the commonwealth and 
commissioner of savings bank life inseur- 
ance. 


F. G. Osborne, 


George L. 


general agent for Wis- 
consin for the American Credit Indem- 
nity, has resigned to join the E. L. Car- 
son agency, Milwaukee, of the Equitable 
Life of New York 
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LIFE INSURA 


ASSIGNMENT OF A POLICY 


Effect of a Wagering Assignment on the Validity of a 
Life Insurance Contract 


By H. N. LAFLIN 


LIVE insurance policy taken out 
in good faith by the insured with 
no idea of assigning it, payable to 


is executors, administrators or assigns, 
an afterwards, and in good faith and 
for a valuable consideration, with the 
knowledge and the insurer, 
be sold and assigned who has no 
nsurable interest m ot the 
sured. Such he 

ought a policy, taking an absolute 
signment thereof, and in good iaith with 


assent ot 
to one 
the lite 
assignee, alter 


as~ 


the knowledge and consent of the com- 
pany pays subsequent premiums, ac- N Cammack v. Lewis, 15 Wallace 643, 
quires the right to collect the proceeds | a $3,000.00 policy was procured by 
of the policy at maturity The con-| the debtor at the suggestion of a cred- 
flicting decisions upon this question | itor to whom he owed $70.00. It was 
have given rise to two general rules | assigned to the creditor to secure the 
termed, respectively, the prevailing or | debt upon his promise to pay the pre 
majority rule, holding such assignments | miums, and in case of the death of the 
valid and the minority holding them | insured, one-third of the proceeds was 
void. te go to his widow. On insured’s dea 
Only Kansas, Alabama, Texas, Ken-| the assignee collected the insurances 
tucky and Missouri stand committed to | money and paid the widow $950 as he 
the minority rule England, Canada, | share The widow, as administratrix 
Nova Scotia, New Brunswick, Kansas, | the deceased's estate, sued jor the i 
California, Colorado, Connecticut, Geor ce ot thre ionev collected and was 
gia, Illinois, Indiana, lowa, Louisiana, | successful. It was held that the t s 
Massachusetts, Maryland, Michigan. | activ so far as the creditor was con 
Minnesota, Mississippi, Nebraska, New | c¢ 1, jor the excess beyond the debt 
Hampshire, New Jersey, New Mexico, | owing to him was a wagering contrac 
New York, North Carolina, Ohio, Ore- | and that the creditor i lg 
gon, Pennsylvania, Rhode Island, South | conscience was entitlee d the po 
Carolina, Tennessee, Vermont, Virginia, | icy only as security ' the debt 
and Wisconsin are arrayed on the side | owed him whx it w signed fo 
of the majority rule | such advance as he migh terwards 
—_ a | have made o1 ccount ot { that 
ARNOCK vy. Davis, 104 U. 5S. 775, | the assignment was valid to that extent 
has been frequently cited as com-| Other cases decided by the supreme 
mitting the supreme court of the United | court of the United States involving ti 
states to the minority rule In the | question of insurable interest of the as 
Varnock case plaintiff's intestate On | signee are 
procuring insurance upon his life en- Geiactions Minis tin Oe 
tered into an agreement with the firm | a 
|} Schaefer, 94 U. S. 457 
whereby it was to pay all tees and as , 
sessments payable to the msurance \etna Lite Ins. Co Franee 4 
company on the policy and to receiv U.S. 561 
9/10ths due thereon at insured’s death. | New York Mutual Life Ins. Co 
Pursuant to this agreement the intes-|  v. Armstrong, 117 U. S. 597 
tate executed an assignment of the pol- | Crotty v. Ins. Co.. 144 U. S. 621 
icy and the firm paid the fees and |} 
assessments. Upon his death the firm | A DEFINITE decision was rendered ' 
collected from the company % 1Oths of | lbw the supreme court of the | nited 
the proceeds of the policy, plus the pre States at the October term 1911 it 
miums paid. The administrator of the | the case of Grigsby v. Russell, 22 U.S 
insured sued the company for this | 149. The question was presented on a 
9/10ths. There was no claim or charge | bill of interpleader brought by the in 
ol fraud upon the part of anyon In | suranes company to determine whether 
approving a recovery the court said, | the policy on the life of J. C. Buchard 
speaking of insurable interest deceased, was payable to his adminis 
“But in all cases there must be a rea trator or to an assigne¢ Che company 
sonable ground, founded upon the rela- | paid the money into court. The insured 
tion of the parties to each other, either | had paid two premiums and tl Lata 
pecuniary or of blood or affinity to exX- | = | . premise and the t oe 
pect some benefit or advantage from the Was overaue Being u want and ced 
continuance of the life of the assured, | 8, Money tor surgical operation, he 
Otherwise the contract is a mere wager assigned the policy to Dr Grigsby in 
by which the party taking the policy is | consideration of $100. Grigsby under 
directly interested in the early death of | taking to pay the premiums due or to 
the — — sen camge —_ a ten- | thereafter become du The circuit 
adency o create a desire or the event 
They are, therefore, independently of ae of appeals held the assignment 
any statute on the subiect condemned valid only to the extent of the money 
as being against public policy actually given for it and the premiums 
subsequently — paid (168 Fed. 577.) 
T HE assignment of a_ poli to aj} The supreme court in sustaining the as 
marty not having an insurable in- signment and the right of the assignes 
terest is as objectionable as the taking to recover, held that the rule of be 
out of a policy in his name Nor is its ' : ‘ ; pubine 
character changed because it is for a POH) that forbids the taking out ol 
portion, merely, of the insurance money. | surance by one the life of another, 
To the extent in which the assignee stip- 
ulates for the proceeds of the policy be - 
yond the sums advanced by hin he 
stands in the position of one holding a 
wager policy The law might be readily 
evaded, if the policy, or an interest in 
it, could, in consideration of paying the 
premiums and assessments upon ind 
the promise to pay upon the death of the 
assured a portion of its proceeds to his 
representatives, be transferred so as to 
entitle the assignee to retain the whol Service to Policy Holders 
nsurance money . 
it is one which must be treated as Operates under the Famous “Regis 
reating no legal right to the proceeds of and held 
the policy beyond the sums advanced Live Up-to-Date Policies 
ipon its security, and the courts will, 
therefore hold the recipient of the 
oneys beyond those sums to ac- H. B. HILL, President 
count to the representatives of the de- SS 


ceased It was lawful for is 

to advance to the assured the s pay 
abl to 1 ins ! om any 

policy Ss they be i due l \A s 
lawfu f the assured issiz tl 
policy as security for their pay n 
The assignment was only invalid as a 
transfer of the proceeds of the Do 
bevond what was required te refund 
those sums vith i rest To a 
valid for whole proceed we it 
to sanction specu ve risks on humatr 
life ind e1 irag the eV f \ ! 
V z ] cs il 
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THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE | 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 
Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
' Reliance Life Insurance Company of Pittsburgh "puiate"* Pittsburgh, Pa, 











OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 








in Business Since 1862 






UTyAL J 
Lire INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


Inmsures all classes of se'ected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent rererves providing protection against all emergencies. Information and 
Advice on any matier relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE. 


Sjaaeeam LATEST POLICIES AND AGENCY CONTRACT Baila \ne 
Openings OHIO, IND., KY, MICH and W VA Write Columbus 








Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
' a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, lll. 


Manager of Agencies’ or 
111 No. Broad Street 


Philadelphia, Pa. 








ECRET OF OUR 
UCCESS IS 
ERVICE 
A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, mictican 


Cash Capital, $200,000 00 V. D. CLIFF, President 


We have a contract for you under which your 
income will be limited only by your activities, 


One 

















MUTUAL LIFE OF ILLINOIS 


| A few good openings for good live producers in Illinois. 
N. H. WALT, Vice-Pres. and Agency Director 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 


A Company of Service 
Service to Agents Service to the Public 
tration Act” which requires the reserve on every policy issued to be deposited 
in Trust by the Insurance Department of the State 
Ordinary Life Limited Payment and Endowments 
Correspondence Invited. 


JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, See. 




















YOUR NAME 


yy HERE 
Advertising Pencils Build 


Good Will and Bring Results 
Turn your prospects into i 
customers and your cus- 2 
tomers into friends by © 
presenting them _ with Re 
high-grade Advertising C 
Lead Pencils, printed a 

with your advertisement. : 

f No other advertising spe- 
cialty costing so little 

i money is so useful to 


everybody—so sure to be 
kept and used—so certain 
to nvake a favorable and 
lasting impression on the 
minds of those who get 
them. , 
Samples and quotations on request 


An “Ad” in the hand is worth 
5 1000 in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 bide.) TOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








The Accumulation Policy 


is a combinatjon of insurance 
and investment in a new sense. 


Specimen Rate 
Age 3%...... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition, Write us about it. 


NATIONAL LIFE ASSOCIAT’N 


Des Moines, lowa 











FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 





THE NATIONAL UNDERWRITER 


| 
| in which he has no insurable interest, 


insured of a perfectly valid policy to one 
Jus- 


not having an insurable interest. 
tice Holmes in the opinion said: 


‘ O" course the ground suggested for 

denying the validity of an assign- 
ment to a person having no interest in 
the life insured is the public policy that 
refuses to allow insurance to be taken 
out by such persons in the first place. 
A contract of insurance upon a life in 
which the insured has no interest is a 
pure wager that gives insured a sinister 
counter interest in having the life come 


to an end, And although that counter 
interest always exists, the chance that in 
some cases it may prove a sufficient 
motive for crime is greatly enhanced 
if the whole world of the unscrupulous 
are free to bet on what life they chose. 
\ The very meaning of an insurable in- 
-terest is an interest in having the life 
continue and so one that is opposed to 
crime, And, what perhaps is more im- 
portant, the existence of such an inter- 
est makes a roughly selecied class of 
persons who by their general relations 
with the person whose life is insured 
are less likely than criminals at large 


to attempt to compass his death... . 
“Obviously it is a very different 
from granting such a general license, to 


sonable safety permits, it is desirable to 
give to life policies the ordinary charac- 


teristics of property This is recognized 


in the bankrupt's life. To deny the right 
to sell except to persons having such an 





interest is to diminish appreciably the 
value of the contract in the owner's 
hands, The collateral difficulty’ that 
arose from regarding life insurance as 


contract of indemnity only, Godsall v. 
3oldero, 9 East, 72, long has disappeared 


| 
| a 
| 


Phoenix Mutual Life Ins. Co. v. Bailey, 
13 Wall. 616. And cases in which a 
person having an interest lends himself 
to one without any as a cloak to what 


no simi- 
larity to those where an honest contract 


| 

| is in its inception a wager have 
| 

| in good faith.” 


| is sold 


N Finnie v. Walker, decided by the 

United States Circuit Court of Ap- 
peals, of the second circuit, in 1919, 257 
Fed. 698, the facts were these: In August 
of 1912 the Equitable Life of N. Y. issued 
five policies in the sum of $5,000 upon 
the life of David T. Finnie. These poli- 
cies were all delivered to the company’s 
general agent, and remained in his pos- 
session until their delivery by him. 
convenience I will designate these poli- 
| cies A, B, C, D and E. Policy A, pay- 
| able to Finnie’s wife with right of revo- 
cation, was assigned Sept. 26, 1913, to 
M. Finnie paid the first premium to 
the agent of the company. Policy B 
was payable to the estate of Finnie, was 
assigned Aug. 22, 1912, to M. Policy C, 
| payable to the estate of Finnie, was as- 
signed Aug. 20, 1912, to M. Policy D, 
payable to the estate of Finnie, was as- | 
assigned Sept. 12, 1912, to M., Policy E, | 











payable to the estate of Finnie, was as- 


by the Bankruptcy Law, Sec. 70, which 
provides that unless the cash surrender 
value of a policy like the one before us 
is secured to the trustee within thirty | 
days after it has been stated the policy 
shall pass to the trustee as assets of 
course the trustee may have no interest 


| other 


| alive 


For | 


| does not apply to the assignment by the | 


thing | 


allow the holder of a valid insurance 
upon his own life to transfer it to one 
whom he, the party most concerned, is | 
not afraid to trust. The law has no 
| universal cynic fear of the temptation | 
opened by a pecuniary benefit accruing 
upon a death. It shows no prejudice | 
against remainders after life estates, 
even by the rule in Shelley's case. In- 
deed, the ground of the objection to 


life insurance without interest in the 
earlier English cases was not the temp- 
tation to murder but the fact that such | 
wagers came to be regarded as a mis- 
chievous kind of gaming. (St. 14 George 
Ill, ec. 48.) 

“On the other hand, life insurance 
has become in our days one of the best 
recognized forms of investment and 
self-compelled saving. So far as rea- 


| 


signed Aug. 22, 1912, to W., and on 
Sept. 16, 1913, W. assigned the policy 
to M. The premiums on four of the 


policies were paid by M. and on the 
hith by W.’s note, but M. paid the note. 


INNIE died September 18, 1917, and 

the proceeds of the five policies were 
paid to M. on September 20th, The ad- 
ministratrix brought suit in equity to 
recover the insurance money paid to 
M., less the sums paid for premiums, 
with interest upon the theory that the 
assignees had no insurable interest in 
the life of Finnie, and that the assign- 
ments were in law wagering contracts. 
The court held that the assignment of 
a life policy in effect contemporane- 
ously with its issuance, or later with 
wagering intent to one having no in- 
surable interest, as relative, dependent 
or creditor, is invalid, but does not in- 
validate the policy and the proceeds re- 
ceived by the assignee are recoverable 
for the benefit of the estate of the in- 
sured, less such sums as the assignee 
may have paid out thereon. I quote 
the following from the opinion: 
policies were 
estate of the intestate 
rule of public policy which condemns 
wagering assignments, forbids the 
pellee retaining the moneys they 
ceived, other than the premiums 
by them. Contemporaneous§ assign- 
|} ments of life insurance policies are wag- 
ering contracts, and should be treated 
such, just as the policies are wher 
beneficiary has insurable inter- 
Here the policy taken out with 


tssuce to. the 
and the salutary 


“These 


ap- 
re- 
paid 


| 
as 


no 
was 


the 


est. 


Herbert N. Laflin, assistant counsel of the Northwestern Mutual Life, is re- 
garded as one of the most able life insurance attorneys in the country. He is 
a man noted for his sagacity, penetrating insight and sound judgment. He has 
gathered together some material on the assignment of a policy of life insurance 
for one without interest in the life insured that is worthy of careful study. He 
considers the effect of a wagering assignment upon the validity of the policy. 


a view of its assignment rhe assign- 
ment was contemporaneous with the is- 
suance of the policy, and the facts dis 
closed in this record permit a fair in 
ference that it was the intent of the 
appellees to obtain just such a result 
as the issuance of a wagering contract 
of insurance permits. 
|} ¢¢ FUSTICE HOLMES, in Grigsby v. Rus- 
J sell, supra, indicates a desire on the 
part of the court to give as much com- 
mercial freedom and value as possible 
to the owner of a life insurance policy 
which has a market value; but that de- 
|} cision cannot be extended to cover facts 
such as are presented here, where there 
are four assignments of policies, with 
no consideration moving to the insured, 
and no consideration of commercial ad- 
Vantage is urged to sustain the assign- 
ments As we read the opinion of th 
court, it is at least intimated that the 
court would follow the Warnock case 
under similar circumstances, and it 
therefore follows that this court should 
Visit its condemnation upon the assign- 
ments in the case now under considera- 
tion in this court. 
“Ic seems to us the facts require a 
conclusive presumption of wagering in- 
tent as to the fifth (that is, policy, 1,778,- 


| the public 


976-A), assigned to 
ber, 1913. Even though 
be remote, in point of 
contemporaneous 
therefore not 


Morrow in Septem- 
this assignment 
time, from the 
assignments, and 
subject to the condemna- 
tion by reason thereof, it will be held 
illegal and void beyond the sum ad- 
vanced, This presumption was kept 
because of the inference in law 
arising from the wagering intent, estab- 
lished by the fact that Morrow 
aut the time of this assignment, that 
nie was a very man, and that the 
amount of the contract, compared with 
what was paid, permitted playing for a 
larger stake, There was an intimate 
and close business connection between 
this transaction and the previous 
wherein Morrow was gradually accumu- 
lating five policies upon the life of the 
deceased. If, from these facts, the wag- 
ering intent may be presumed, as it 
must, that avoids the assignment Any 
contract, the tendency of which is to 
endanger the public interest and affect 
good, and which is subversive 
morality, ought never to 
sanction of a court of equity 
foundation for its judgment. 
Mutual Life Ins, Co., 169 U. S 
18 Sup. Ct. 300, 42 L. Ed, 693.” 
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T will be noted that in Finnie v. Wal 

ker, supra the court held that tl 
wagering assignment of the policy « 
not render the contract of sural 
invalid. The following thorities hol 
that a wagering assignment, made pur 
suant to an agreement entered into afte 
the policy was issued, does not rend 
the policy itself lid 

W) ullian v ‘ ( ‘is SD 

I. S01, 

New York Life Ir Ce \ 

Brown, (Ky.) 66 S. W. 615 

Gilbert v. Moos I my A 

Rep van) 

Quinn \ Supre Cor l 

(Tenn.) 41 S. W } 

In New York Life v. Brow supra 
in action by the insured’s administrato 
1 policy issued to t insured d pay 
able to his executors, administrators o 
assigns was held not rendered l 
by an assignment to one having no 
surable interest, the assignment having 
been made pursuant to an agreement 
entered into after the eceipt of t 
policy. 

In Manhattan Life v. Cohen (Texas), 
139 S. W. 51, an assignment made t 
one having no insurable interest in co 
sideration of a certain sum for the equi- 
ties in the policy was held void, d t 
vest no right in the assignee. The com 
pany which had paid the proceeds t 
the assignee was held liable to the |} 
ficiarvy for the face of the poli 

In Quillian v. Johnson, supra, wh 
a wagering assignment ol 1« 
pavable s estate was id 
the court tl olicy s not 
thereby rendered valid, but that the 
personal representative of the insure 

(CONTINTC ED ON PAGE 24) 
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ice. After that, it is much easier for 
the bond salesman. The customer has 
confidence in bonds, realizes that they 
are just as safe as a savings account, 
and has no hesitancy about putting his 
money in them. It is the same with 
life insurance. \fter the first sale has 
been made, it is much easier. The man 
with a small policy can be induced to 
increase his line. He is not afraid. He 
knows that it is a good investment and 
is willing to go on. 

“My point is that old policyholders 
are not only easier to sell, but they sel- 
dom think of their life insurance in- 
vestment in its entirety. That is, a 
man who has $10,000 can be induced 
to take out another $2,000 and can be 
made to forget the original $10,000. 
That is finished business. He has 
bought $10,000 of life insurance, and 
that is out of the book. The talk is all 
on the $2,000 and what it will cost. I 
think that a great many life insurance 
agents are afraid to go after men that 
they have written for as much as 
$10,000, thinking that they have loaded 
them up to the top. They are very 
mistaken. Policyholders who have a 
few good life insurance policies are the 
best prospects in the world for any life 
man About three-fourths of the work 
has been done.” 

* * 

John N. Danner, Fidelity Mutual: “In 
talking life insurance today probably 
the most frequently offered objection 
is: ‘I haven’t got the money. Life in- 
surance is a good thing and | know that 
| ought to have more, old man, but I 
just can’t make the grade. There is no 
use talking about it, | haven’t got the 
money.’ Now this line of talk ends the 
interview, if it comes from a man who 
has only a small salary and no other 
source of income. There is no use 
wasting any more time on a fellow of 
that sort, but when a man who has a 
fairly important position tells you 
something of that kind, put it down as 
an excuse and an effort to get rid ot 


you. It is not the truth. 
“Here is one very good way to handle 
that particular stall. You may have 


heard about a trust company in Chicago | 


that has a plan under the terms of 
which a man deposits with the bank 
from $5,000 or more in securities and 
then buys as much life insurance as the 
nterest on the investment will pur- 
chase There is the solution. Why 
can’t life insurance agents do the same 
thing? When a man says he hasn't the 
money, find out if he hasn't a few 
thousand dollars’ worth of good securi 
ties, and then ask him what he does 
with the interest on these investments 
You will find in nine cases out of ten 
that he has no systematic plan for re 
investing his interest. He clips a cou 
pon for $30 or $50 and fritters it away 
on any old thing that he happens to 
take a fancy to at the time he cashes it 
That is the trouble with most investors 
They really do not get as much out of 
their investments 2s they would if they 
had a savings account. The man with 
a bank account will usually just be cred- 
ited with his interest and seldom thinks 
of drawing the interest out. But if he 
has a bond, he will clip the coupon and 
spend the cash. Show such a man that 
the investment that he has will buy a 
very satisfactory amount of life insur- 
ance. Show him that if he will sys- 
tematically set aside the money that he 
gets from his bonds or securities, it will 
be ample to pay for his lite insurance 
This will solve the problem for a great 
many men who think that they haven't 
the money with which to buy life insur- 
anes The fact is, they only think so 
in nearly all cases They need to be 
shown that they have the money or 
that their investments will provide them 
th the money.” 


State Life Holds School 


red Anthony, field supervisor State 
Life of Des Moines, is holding a life 
insurance school in Sioux City for the 
agents of his company trom the Stoux 
City and White Rock districts. J. E 
Mvers, general agent at Sioux Citv, and 
©. P. Anthony, general agent, White 
Rock, are combining these two districts 
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INTELLIGENT APPLICATION OF WORK 


B. THURMAN, manager of the 

FE Cleveland office of the Missouri 

= State Life, believes that life men 

need to work along more systematic 
lines. He said: ; 

“In several years of self analysis and 
keen observation of life insurance sales- 
manship | have discovered three things 
are wrong with us. First, we do not 
work very much, second, when we do 
work we work without intelligent ap- 
plication, both as to making contact 
with prospect and stage setting, and 
third when we work unintelligently we 
waste a lot of time—and it is about that 
waste of time that a little incident made 
a lasting impression on me. 

I believe it is a conservative estimate 
that about 60 per cent of life insurance 
men use two hours or more in preparing 
a prospectus tor every case—a big thick 
book, a beautiful thing, all full of figures 





and sample policies and dividend sched 
ules and written out explanations of all 
kinds of helpful things whereby he could 
collect double indemnitv—all kinds of | 
bunk , 

* * | 


I was called on a $50,000 case, and I 
took my beautiful prospectus with me 
When my agent and I got in the office 
we found a man with a roll top desk 
and behind him another table and on 
this table neatly arranged were six piles 
of stuff. He said to me: “I am resigned: | 


ASSIGNMENT OF A POLICY 


was entitled to the proceeds of the pol- | 
icy. The court said: 

“The fund in 
from the illegal agreement, but was the 


controversy did not arise 





preceeds of a valid policy of insurance 
on the life of Thomas It was kept in 
life by the payment, in behalf of Thomas 
of the past due quarterly premium, 
Quillian paid over to Johnson as the 
agent of Thomas the money with which 
to pay this premium, and the money so 
advanced by Quillian was parted with 
by him under the terms of the 
igreement between him and 

but the 


illegal 
Thomas 
money was received by the in- 
surance ompany as the money ot 
Thomas which it in fact was at the time 
the vremium was paid, And though it 


came from an illegal source, this fact | 
did not operate to vitiate the policy.” | 


N Quillian v. Supreme Council, supra, 
where one who had a policy on his 
lite for the benefit of his wife entered | 
into an agreement with a third person, 
having no insurable interest, to assign 
the policy to him for a small sum and | 
the payment of future premiums and in 
pursuance of the agreement allowed the 
policy to lapse and procured a new cer 
tificate in his own name upon re-in- 
statement and assigned this in accord | 
with the agreement, the assignment was | 
held not to invalidate the policy itseli | 

| 


However, in Missouri Valley Life Co 
MeCrum, 12 Pac. 517 (Kan.). where 
a paid-up policy was issued tor tix 
benefit of insured’s daughters, and he 
and the beneticiar‘es several years later | 
assigned it for a valuable consideration | 
to one having no insurable interest, the | 
transaction was held contrary to public | 
policy, and the policy was held worth- | 
less and void, not only as to the as- | 
signee, but also in. the 
beneficiaries 


hands of the 


HE following authorities hold that 
1 wagering assignment in contem- 
plation at the time a policy Was s¢ cured 
voids the policy on the ground that the 
entire contract was contrary to public 


policy and void as a wagering transac- 
tion 
Brockway v. Mutual Bene. Life 
Ins Lo., 9 Fed. 249 
Prudential Ins. Co. v. Williams 


(Ark.) 168 S. W. 1114 

Bromley v Washington Life, 
(Ky.) 92S. W. 17; 5 L. R. A. (CN 
S.) 747 


(Connor, 


Equitable Life \ 


go to it.” “What do you mean?” | 
asked. “You are the seventh insurancs 
man on this case. All six have brought 
me all this stuff and each time eacl 
man goes through this stuff and tells me 
how wrong it is and how good his is. 
Now I am willing for you to tell me all 
this over again.” From his look | gath- 
ered the impression that while he was 
resigned to go through with it for an- 
other hour, he thought it was a useless 
waste of time. I had an inspiration 
“Mr. Blank, will you give me permis 
sion to do anything I want with this 
stuff” He assented and I gathered it 
all up and dumped it in the waste basket 
and then took my own beautiful 
prospectus, the delight of my brain, and 
laid it reverently on top of the pile, all 
of it in the waste basket. Then | pulled 
an application out of my inside pocket 
and said, “Will you please give the com 
pany a record of your signature on thts 
line,” and handed him a pen. 

He looked at me and I looked at hin 
and did not know anything else to sa 
because | had thrown my prospectus 
away Finally, because he was as sur 
prised as I was, he took the pen and 
signed his name Then | asked him 
the only thing I could say: “Will it be 
all right for the doctor to see you at 
o'cloc k.”” He Was Just as speechless as 


1, and satd “Yes. 





(Ky.) 172 S. W. 496; 186 S. W. 
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Keystone Mutual Bene. Assn. v 
Norris, (Pa.) 8 Atl. 638 

Powell \y Dewey, [e. 4.) 2S. 
I. 381 

Hinton v. Mutual Reserve Fund 
Life, (N. C.) 65 L. R. A. 161; 47 
S. E. 474 

Clement \ New York Lite, 
(Tenn.) 42 L. R. A. 247; 46 S. W. 
561 
In New York Life v. Davis (Va.) 44 
L. R. A. 305; 32 S. E. 475, the insur- 
ance company defended an action by 
the insured’s executor on the ground 
that the policy was void in its inception, 
because the application was made at the 
instance of one who had formed the 
procuring an assignment 
and murdering the insured. The evi 
dence was held insufficient to establish 
this defense and a recovery was allowed 
ot an excess over the premiums paid 
by the assignee. The court said: 


di HE company resists all liability on 
the policies, upon the alleged ground 


purpose ot 


that the pplication for the insurance 
vas not the result of the volition of 
Davis (the insured), and did not ema- 
nate from him, but that he was induced 
by Lester to take out the policies. and 


that it was only at the instigation and 
persuasion of Lester that he did so: that 
Lester it the time he induced Davis to 
had formed the pur- 
ose to procure from Davis an assign- 
ment of the policies, and then take his 
lif in order to collect the policies, and 
that. when the policies were issued to 
Davis, Lester did procure from him an 
ssizgnment of them to himself, and sub- 
sequently murdered him 

‘It was conceded that, if the policies 
were taken out by Davis in good faith 
ind were valid in their incipiency, their 


fect tne insurance 


subsequent assignment to Lester al- 
though procured by him with a view to 
the murder of the insured and the co 

lection of the policies. would not pre- 


Vent a recovery on them for the estate 

the deceased 

“L'pon the company rests the burden 
of making good its defense and estab- 
lishing the alleged fraud. This it under- 
took to do, and it may be conceded that 

number of facts and circumstances 
were shown in evidence which tend to 
xelte suspicion that 
foundation for the accusation of the 
company but, upon a full and careful 
onsideration of all the evidence, it falls 
short of that clear and satisfactory proof 
establish fraud 


there was some 


required 
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STATE LIFE 


INSURANCE COMPANY 





INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 


CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Kansas Is Leadmg [he Way 


The people of Kansas are not marking time 
waiting for the rest of the country to show 
a resumption of business activities. Kansas 
is already leading in the central west. During 
the month of October, five principal cities 
of Kansas showed an increase of 164% in 
new building over October, 1920, in com- 
parison to an increase of 74% for the entire 
tenth Federal Reserve District. Bank clear- 


ings in ten principal cities of Kansas show 
7% better than the entire district. 


In the heart of this aggressive state, is the 
Liberty Life, ready and willing to equip its 
agents with every possible help in their task 
of soliciting their prospects. It is working 
hand in hand with its agents striving always 
to carry on the good work of the people 
of Kansas. 


Truly, Kansas is Leading The Way. 


Liberty Life Insurance Company 


TOPEKA 


KANSAS 
































THREE POINTS OF CONTACT 


Treble Your Efficiency and Your Income 


According to Webster, a triangle is ‘‘three lines intersecting.’’ Applied to Life 
Insurance selling this rule spells efficiency and success because it assures conservation of 


energy in the solicitation of business. 


The Agent who represents the Missouri State Life is equipped to offer Life, Acci- 
dent and Group Protection, thus working with utmost efficiency. He has the ‘‘goods”’ 


to meet the needs of every client. 


He is known in his territory as a successful Life Insurance man. This reputation 
is strengthened and enhanced through the multiplied opportunities for claim service as 
disclosed in connection with claims under Accident and Group Insurance. This greater 
service which he renders and its attendant publicity makes a Missouri State Life Agent 
an outstanding figure in his community. 


An Agency contract with the Missouri State Life means increased opportunities 
for success. 


Our Expansion Program is rapidly developing. Attractive connections offered to 
big writers and brokers. 


MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, President Home Office, St. Louis 
LIFE ACCIDENT HEALTH GROUP 





